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THREE QUARTERS OF A CENTURY OF PROGRESS AND PUBLIC SERVICE 










BACKGROUND: Seventy-five Years of trusteeship and service to millions of policyholders and 
beneficiaries. 


PERFORMANCE: Three Billions in policy benefits paid out since organization. 






PUBLIC CONFIDENCE: Six Billions of Insurance in force protecting about 1,900,000 lives. 
Upwards of 140,000 Annuity contracts providing income payments aggregating $75,000,000 annually. 































OFFERINGS: Policies that meet every Life Insurance 
need and purpose. 


GROWTH 


A wide variety of Life Annuity, Refund Annuity and ADMITTED ASSETS 
Retirement Annuities for individuals. Group Life In- eemaitnannnae 
surance, Group Accident and Health Insurance, Group 
Annuities and Salary Savings Insurance for Employees. 

































































































SECURITY: An institution owning a Billion and a half 1,300 INSURANCE IN FORCE lie 
of conservative investments, diversified in character and 1,200} 4 sss | | fp 
widely distributed geographically, benefiting every State 1,100 suagmen ey me == i 
throughout the Nation. 1000 | eet en e mus 
REPRESENTATION: A nation-wide agency organiza- a 











tion of trained underwriters, and with branch offices in 
every large city. 

















FOUNDATION: An Institution built on sound mathe- 


matical principles. 




















































































STABILITY: Tested by wars, financial panics, epi- 

demics and economic upheavals. During the past three 200 Lat whe rf 
years The Equitable has again demonstrated its great 100 "Frey p 
ability to perform and live up to its motto— 
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*‘Not For a Day, but For All Time” 


THE EQUITABLE 


Life Assurance Society of the U. S. 
One of the world’s largest and strongest financial institutions 
A PURELY MUTUAL COMPANY 


Home Office THOMAS I. PARKINSON 
NEW YORK President 
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WRITE FOR GENERAL AGENCY PROPOSITION 
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Thirty-Eighth Year—No. 2 


Asset Write-Downs 
Not Really Losses 


Cleary Says Values of Marked 
Down Securities Will 
Fill Out 





RECOVERY IS NOW NOTED 


President of Northwestern Mutual at 
Eastern Conference of Company, 
Discuss Inflation 











































It would be “utterly a mistake” to as- 

sume that losses set up in asset valua- 
tion adjustments will prove to be actual 
losses, President M. J. Cleary of the 
Northwestern Mutual Life declared at 
the eastern regional conference of the 
company in New York City. 
Citing examples of rail and municipal 
bonds, two fields where defaults and 
threatened defaults have been particu- 
larly troublesome to life companies. Mr. 
Cleary said many railroad bonds now 
in trouble will go back to 100 percent 
of their old valuation and that many 
municipal defaults had been cured dur- 
ing the past year. A year ago there 
were a number of municipal issues in 
default, in some cases causing a very 
material write-down in their values. 
Bonds of the Sanitary District of Chi- 
cago, for example, had to be written 
down a year ago. Since then much of 
the defaulted interest has been paid, also 
a considerable part of the 1933 interest 
and it should be only a short time until 
this issue will be in completely sound 
condition. While such write-downs must 
be charged against surplus, and shown 
as a loss, it doesn’t mean that the com- 
pany has actually lost a dollar because 
of them, he said. 


Supports the President 


Mr. Cleary urged support of Presi- 
dent Roosevelt’s monetary and economic 
policies, affirming his own faith in them 
as they have been laid down. 

“I have received many letters from 
policyholders,” he said, “asking, ‘What 
will inflation do to my life insurance and 
what are you doing about it?’ Not the 
least factor is the maintenance of confi- 
dence in the currency and in the gov- 
etnment’s credit, without which there 
can be no business recovery. I teel that 
this confidence will not only prevail but 
that it will be justified. 

‘I believe President Roosevelt can be 
telied on to pursue the conservative pol- 
ity he has advocated. Why shouldn't 
he be for such a policy when he realizes 
the destructive effects of excessive infla- 
tion? This is not in terms of life insur- 
ance only, but it applies to those mil- 
< of Americans who have chosen 
Conservative fields of investment, and 
: ‘re are literally thousands of public 
og Institutions, such as_ hospitals, 
Which are dependent on earnings from 
investments. 

In an excessive inflation the ne’er-do- 
(CONTINUED ON PAGE 21) 












Dix Teachenor’s December 
Paid Business $1,523,450 





KANSAS CITY, Mo., Jan. 11.—Dix 
Teachenor, producer for the Kansas City 
Life, has established what appears to 
be a new, all-time world’s record. In 
December, 1933, Mr. Teachenor paid for 
$1,523,450 of life insurance on 300 ap- 
plications. Written business totalled $1,- 
578,950 on 311 applications, but $28,900 
was withdrawn or not completed for 
December issue, and the balance of $26,- 
600 was rejected. The percentage of 
business issued as applied for was .98, 
with a rejection percentage of .017. 

The business was all written and is- 
ued during the 24 working day of the 
month, which included three Saturdays. 
No large cases were written. The aver- 
age policy was $5,077. The largest case 
was $25,000 and the smallest was $500. 
There was no préviotts or advanced 
planning, no advanced solicitations for 
December, no applications written in ad- 
vance and saved for December, and no 
selling examinations in advance. No 
group cases, no salary deductions or 
other wholesale forms are included. All 
policies were individually written, with 
over half of them written on the non- 
medical form. ‘The business was writ- 
ten on 17 different forms. By the night 
of December 15, Mr. Teachenor had 
written $1,008,000 of business. 


Had Not Planned to 
Make Any Special Effort 


Mr. Teachenor had not planned to 
make any extraordinary effort during 
December. The first two months of 
1933 were fairly normal, but when the 
moratorium was declared, Mr. Teache- 
nor was forced to turn practically his 
whole attention to servicing policyhold- 
ers. He has upwards of 11 millions of 
business in force in Kansas City, and his 
telephone rang almost constantly during 


It was not until November that Mr. 
Teachenor again returned to anything 
like normal production, and in that 
month he issued $100,000 of business. 
Business conditions were clearing up, he 
found resistance decreasing, and when 
December opened he wondered why he 
shouldn’t go ahead and try for some- 
thing like a normal year’s production. 
For the past nine years he has pro- 
duced over a million dollars of business 
annually. 

Although he worked about 16 hours 
each day, averaged 13 applications a day 
for the 24 working days, and saw, or 
attempted to see, from 20 to 25 pros- 
pective purchasers each day, he worked 
at selling only one night during the pe- 
riod. Most of the time spent in the 
evening went toward selection of pros- 
pects for the next day. 


Sold on the Average 
of Eight Out of Ten 


Out of every ten men he saw and in- 
terviewed, he sold an average of eight. 
Mr. Teachenor attaches much impor- 
tance to his selection of the right kind 
of prospects—those who could afford to 
buy it; and he wasted no time on men 
who didn’t need or couldn’t buy it. 
About 15 to 25 percent of the new busi- 
ness written in December was on old 
policyholders, where normally it is 60 
percent. 

Mr. Teachenor did not find business 
hard to write. Needless to say he worked 
hard and at high pressure. That was 
essential, but if business had been hard 
to write, his record would have been 
physically impossible of realization. The 
burden of detail he placed in the hands 
of F. H. Matthews, Jr., his assistant, 
who cleaned up the applications as they 
came in, secured the medicals, and saw 





the moratorium as the result of his pol- 
icyholders’ anxiety. 


to it that the applications were gotten 
(CONTINUED ON LAST PAGE) 








Preliminary Reports for 1933 








New Paid Busines hange in Ins. in Force—, 
"1933 rt elas OT 1932 


3 

American Citizens Life........... $ 344,881 $ 240,500 $ 926,183 $ 801,950 
American Thrift, NeW ..ccceccecs 174,800 S55ee  0=——ti‘étCOW:C*«<‘t ww een 
Amicapie Tale, TOE. occ cccsvescces 17,005,379 16,612,870 1,020,256 —4,711,589 
CAWEOE TANG, CONOs icc ce sccecnscs ,474,7 10,418,798 —60,356,509 65,587,231 
Columbus Mutual Life .......... 10,220,993 14,947,867 —10,602,155 —4,066,177 
Conservative Life, Ind. .......... ,851,1 7,632,068 —1,513,494 —2,561.248 
ea OS TR eee 12,000,000 9,468,250 ,697,500 3,600,250 
Pitas tate OF TM. oye cess cece 39,471,000 52,356,000 —39,544,000 39,756,000 
Po Li a FS ee ree g 17,911,613 —25,008,907 —25,197,539 
Great National Life, Tex. 54 2,798,742 215,0 —143,106 
Hamilton Natl. Life 1,023,468 954,595 —365,032 
Harvester Life, Tex. 1,746,455 2,3 —2,325,835 
Home Friendly, Md. 16,142,997 282,106 —888,890 
Home State Life, Okla............ 14,471,118* 14,597,056 1,715,253* 265,809 
Temmeuiee Paee We On Nok sss 6s 03 ones 1,360,000 29,500 650,000 —360,010 
SMM OLLOVE ALG filacs a's seicciec veivce 1,750,322 1,843,124 —2,014,959 —2,536,545 
Manufacturers Life, Can. ........ 49,084,074 57,169,440 —21,500,000 —16,196,425 
Massachusetts Mutual Life ...... 134,455,656 158,839,725 —119,460,173 —87,082,880 
Mass. Savings Bank Life Ins.f.... 6,926,3 »221,2 2,580,697 —354,239 
Midwest/Life, Neds on. scccsccccses 1,950,576 —1,750,614 —2,249,840 
Beinn. MMtua) TALS cisies vcdkedvoosscce 36,152,851 —14,487,880 —6,473,813 
INGLOMEE DOIG, WE. 6. s0c cccccwcccses 40,463,551 —43,054,302 —33,983,423 
New England Mutual .. 107,644,386 —30,047,107 —28,030,712 
ia BT ee ae eee 5,936,344 —4,585,178 — 4,848,348 
PEMIIGs EEGs. TOM. ccsicwnsine sence 4,814,750 5,792,709 130,150 —121,650 
Security Mutual Life, N. Y. ...... 9,700,724 11,125,12 —8,860,150 —10,559,455 
Southeastern Life, S. C. ..........- 725,000 7,222,880 —150,000 —5,816,255 
Standard: Life, . MiG6s é6ciccs cei cece 2,079,824 2,843,591 100,046 1,593,49 
State Mutunl, MASS. ies oie cevee’ 30,895,104 40,742,147 —36,293,756 —28,915,595 
State Reserve Life, Tex. ......... 1,362,727 2,019,708 —471, 66,8 

United Fidelity Life, Tex. ........ 6,188,954 6,390,085 —1,450,000 —4,018,755 
Volunteer State Life. . oiciicies cece 8,111,780 8,268,886 —14,968,330 —21,417,706 








tIncludes Group. 


*Including Reins. 
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Moratorium Rule 
Most Significant 
No Cause for Alarm in U. S. Su- 


preme Court Minnesota 
Decision 


SUSTAINS STATE POWER 
Important Aspect of Mortgage Decision 


Is in Supporting Right to 
Suspend Contracts 





NEW YORK, Jan. 11—The U. S. 
Supreme Court’s decision this week up- 
holding the Minnesota mortgage mora- 
torium law is regarded as of profound 
significance, though not cause for alarm 
among life company executives. The 
effect of the Minnesota law in itself is 
negligible. It is not a popular law with 
the radical seekers of debt relief. 

Even if it were now to be invoked 
wholesale it would have only the effect 


of lengthening the state’s statutory one- 
year redemption period by a few 
months, since the moratorium auto- 
matically expires in May, 1935. 


Real Significance of Ruling 


The importance of the Supreme 
Court’s action lies in its decision—by 
only a four-to-five margin, it is true— 
to regard major economic depressions 
in the same light as a flood, famine or 
state of war. This liberalized attitude 
toward the concept of what constitutes 
an emergency affects a much wider field 
than merely that of mortgage loans. 
Outside of the investment field, the 
most significant effect for life companies 
is in the clarification of the constitu- 
tionality of state policy loan and sur- 
render restrictions. The decision in the 
Minnesota case clearly indicates the 
court’s attitude on temporary suspen- 
sion of contract obligations during pe- 
riod of real emergency. 

Supports Commissioners’ Action 


This attitude, coupled with its dis- 
position to look upon economic emer- 
gecies as no less real than the more 
concrete type, would seem to give full 
support to actions of various insurance 
departments and legislatures in restrict- 
ing loans and surrenders where neces- 
sary. 
On the other hand, the closeness of 
the decision and the conservative atti- 
tude shown in the majority opinion 
should serve to allay any fear that the 
decision would let loose a flood of rad- 
ical legislation. 

Quotation from Decision 


The opinion, written by Chief Justice 
Hughes, states clearly that “in view of 
the nature of the contracts in question 
—mortgages of unquestionable validity 
—the relief afforded and justified by the 
emergency, in order not to contravene 
the constitutional provisions, could only 
be of a character appropriate to that 
emergency and could be granted only 





(CONTINUED ON LAST PAGE) 
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How Washi 


ington Has Become the New 


Theater of Insurance Is Told 


WASHINGTON, Jan. 11.—Laying the 
broad hand ‘of its authority across busi- 
ness to an extent paralleled only in the 
dictatorship-ridden countries of Russia, 
Italy and Germany, the United States 
government in the past ten months has 
achieved a dominating position in the 
insurance industry from which it may 
not be dislodged for years, if ever. 

For the second time within a single 
generation, the federal government has 
entered the field of insurance. But its 
activities in the life and marine fields 
during the world war are beginning to 
pale into insignificance before the multi- 
tudinous insurance activities of the 
Roosevelt administration. 

From the standpoint of insurance as a 
whole, probably the most important 
Washington activity is the codification 
of industry. In common with all other 
lines of industry, the various branches 
of the insurance field have submitted 
dodes covering’ minimum ‘wages and 
maximum hours, but while the com- 
panies themselves desire to take no 
further advantage of the industrial re- 
covery act, a code involving “fair prac- 
tice” provisions has been filed by the 
fire insurance agents’ organizations. 


Insurance Code to Be 
Set for Hearing Soon 


As yet, confronted with the task of 
improving working conditions and em- 
ployment, and eliminating unfair trade 
practices in the productive industries, 
officials of the National Recovery Ad- 
ministration had not found time to dis- 
cuss with the insurance men the details 
of their codes. But with practically all 
of the important producing industries 
codified, the administration in the near 
future will turn to the task of cleaning 
up agreements for the trades which, 
from the standpoint of employment, are 
less important, and the insurance codes 
will probably be set for public hearing 
in the near future. 

But the incursion of the government 
into the insurance industry does not 
stop with its proposed control of wages 
and hours. Development of its program 
of relief involving billions of dollars 
has made it necessary for the govern- 
ment to insinuate itself into many lines 
of insurance. 

Creation of the Civilian Conserva- 
tion Corps and the Civil Works Ad- 
ministration has made necessary a broad 
extension of the federal compensation 
act—the government’s substitute for 
compensation insurance—to cover the 
hundreds of thousands of men in the 
conservation camps and engaged in civil 
works projects. 


March Banking Debacle 
Brought Insurance Plan 


The banking debacle of last March, 
resulting in the enactment of legisla- 
tion requiring banks to insure de- 
positors, has necessitated the establish- 
ment of the Federal Deposit Insurance 
Corporation, to insure deposits in banks. 

As a corollary to this, the Federal 
Home Loan Bank Board has under con- 
sideration a plan for insuring deposits in 
building and loan associations, savings 
banks and other home financing institu- 
tions. 

Loans by the Commodity Credit Cor- 
poration, an organization of the Agri- 
cultural Adjustment Administration, on 
cotton and corn have necessitated the 
government’s insurance of its interest 
in those commodities. This coverage has 
been placed with commercial com- 
panies. 

Likewise the Home Owners Loan 
Corporation, established to make ad- 
vances on homes threatened with fore- 





closures, is providing for the insurance 
of its interest in properties on which 
loans are made, also with commercial 
companies, 

Another field of government activity 
is in the Reconstruction Finance Cor- 
poration, which has advanced many mil- 
lions. of dollars to insurance companies 
and is authorized to purchase preferred 
stock in such companies. 

The operations of the Public Works 
Administration have, of course, necessi- 
tated the writing of many large bonds 
for faithful performance of contracts. 
This business also will go to the com- 
mercial companies. 

All of these activities have been sup- 
erimposed upon the insurance operations 
permanently conducted or controlled by 
the government. The following list 
shows the federal agencies which, di- 
rectly or indirectly, are interested in 
insurance: 

Post office department: insured mail. 

Treasury department: bonds for fed- 
eral employes. 

Bureau of internal revenue: taxes on 
insurance, é 

Federal employes compensation com- 
mission: compensation insurance. 

Shipping board bureau: insurance of 





government interest in ships of the 
Emergency Fleet Corporation or con- 
structed with federal loans. 

Veterans’ administration: veterans’ in- 
surance. 

Commodity credit corporation: In- 
surance of federal interest in corn and 
cotton held as collateral for loans. 

Reconstruction Finance Corporation: 
advances to insurance companies. 

Federal deposit insurance corpora- 
tion: insurance of bank deposits. 

National recovery administration: 
surance codes. 

Public works administration: 
bonds on contracts. 

Home owners loan corporation: pro- 
tection of government interest in homes 
on which loans have been made. 


Unemployment, Old Age 
Insurance to Be Weighed 


The present session of Congress is 
expected to give consideration to the 
question of unemployment insurance. It 
may also discuss the problem of old-age 
insurance, although nothing will be done 
toward actual legislation. 

Whether the coming months will see 
the government’s insurance operations 
still further expanded will depend upon 


in- 


surety 





Investment Principles Learned 
From the Depression 3, «. 5. wohigemun 





The life insurance investment lessons 
to be learned from the depression are 
many. The modern life insurance insti- 
tution has been put to its greatest test. 
Previous panics and depressions are not 
comparable from the life insurance 
standpoint with the one from which we 
are just emerging because since the last 
previous depression the business has be- 
come so much larger and particularly 
the investment department presents 
manifold problems heretofore not faced. 

For the first time in life insurance his- 
tory perhaps the average man—the aver- 
age agent—has interested himself in life 
insurance investments. The general 
public has become investment-conscious 
through the tremendous growth of stock 
and bond purchases and speculation. 
This has naturally carried over into an 
interest in the character of investments 
in a company in whch even a small pol- 
icy is taken. The favorite indoor sport 
of agents nowadays is to discuss the 
relative merits or demerits of railroad 
bonds, farm mortgages, public — 
municipal bonds and whatnot. 


Develop Measuring Rod 
for Investment Portfolio 


Out of all this no doubt will come 
some good to the life insurance busi- 
ness. The result is going to be a cer- 
tain standardization or development of a 
measuring rod for a well-balanced port- 
folio of a life insurance company. What 
should be the investment policy of a 
company with say a billion dollars in as- 
sets? Or how should a $300,000,000 com- 
pany diversify its funds? “If you had 
$5,000,000 to invest what would you put 
it in?” is a favorite question which has 
been going the rounds of investment 
counsel. No longer is it likely that some 
great company will be said to favor rail- 
road bonds, or public utilities or farm 
mortgages or what have you. Life in- 
surance companies in general face the 
same general conditions. They are sub- 
ject to about the same cash and loan 
options and the temper of their policy- 





holders is on the whole likely to be 
about the same. In the public mind they 
are treated as a class and they are there- 
fore subject as a group to mass action 
and influence. Moreover, by having 
common standards companies can benefit 
from the study of experts. Of course 
a small company is not going to the ex- 
pense of maintaining a fully organized 
department in each field of investment 
but it is at least going to keep track 
of the general trends and will avail it- 
self of the specialized knowledge which 
students of investment possess. 


Banker Is Quizzed 
on Investment Schedule 


Recently a well known life insurance 
man was talking with one of the ex- 
ecutives of one of the great New York 
banks to whom was referred all ques- 
tions coming into the bank regarding in- 
vestments of various life insurance com- 
panies. He had therefore given con- 
siderable study to diversification and 
special life insurance investment needs. 

“If you had charge of the investments 
of say a $300,000,000 life company,” said 
the life insurance man, “how would you 
invest the money? Let us see, suppose 
we start with government bonds; what 
percentage would you put in govern- 
ments?” 

The banker opined that he would put 
about 7%4 percent in them. 

Next came municipal bonds. Recog- 
nizing that these would have to be se- 
lected with the utmost care, following 
the well established procedure of study- 
ing the municipalities, the banker 
thought that he would place from 5 to 
714 percent in munici 3 

Again, with regard to railroad bonds, 
exercising the utmost care in taking 
only first liens on the best roads the 
banker was prepared to go 15 percent 
on railroad bonds. 

As to the public utilities, again with 
the most careful selection, he might go 

(CONTINUED ON LAST PAGE) 





developments. If the recovery effort of 
the administration necessitates the cre- 
ation of still further new agencies, there 
is the possibility that an insurable in- 
terest will develop in connection there- 
with. Just what form this will take, of 
course, depends upon the program 
adopted by the government. 

In the press of the recovery effort, 
with $3,300,000,000 in public works, the 
National Recovery Administration, the 
Civilian Conservation Corps and sim. 
ilar activities absorbing the headlines 


the rapid spread of the government inj 


insurance has passed almost unnoticed, 


But the insurance operations of thell 


federal government run into the bil 
lions of dollars. Directly or indirectly, 
it is engaged in practically every line 
of insurance. In compensation insur. 
ance alone it covers more than 1,000,000 
persons; if unemployment insurance i 
adopted, many millions of the nation’ 
workers will be covered. 


U. S. Is Entering Normal 
Occupations of Country 


Yet the administration’s invasion of 
the insurance field is but one exampl 
of the extent to which the federal gov 
ernment has entered into the norma 
occupations of the country. It has, fo 
example, purchased foodstuffs and tex 
tiles for distribution among the needy 
it is preparing to enter the public utili 
ties field with electric plants in the 
Tennessee Valley project, and propose 
the creation of a corporation to sell te 
electric users in that area the electric 
appliances with which they will co 
sume its current. 

Through the Public Works Admini 
tration, the government is aiding state 
municipalities, railroads and other non 
federal agencies in the making of im 
provements; it is proposed that the Re 
construction Finance Corporation shoul 
make loans to private business organ 
izations for capital and other purpose 
The Civil Works Administration has in 
vaded the field of the municipal gor 
ernments in the paving of streets an 
the cleaning up of parks, etc. In 
host of ways, the federal governmer 
has insinuated itself into the ordinar 
affairs of the local governments, tht 
business houses and the citizens of tht 
country. 


Probably Won’t Return 
to Pre-Depression State 


What the result will be, no one ¢ 
foretell. But there is a growing col 
viction that the government will nevé 
return to its pre- -depression status. Tha 
the national capital is in the picture 
stay was indicated by President Roos 
velt in his address to Congress at ti 
opening of the session January 3. 

“We would save useful mechani 
invention, machine production, indu 
trial efficiency, modern means of cof 
munication, broad education,” 1 
President declared. “We would sat 
and encourage the slowly growing if 

pulse among consumers to enter the i 
Soetiial market place equipped wil 
sufficient organization to insist upd 
fair prices and honest sales. 

“But the unnecessary expansion ‘ 
industrial plants, the waste of nat 
resources, the exploitation of the 0 
sumers of natural monopolies, the 4 
cumulation of surpluses, child labor # 
the ruthless exploitation of all lab 
the encouragement of speculation Ww! 
other people’s money, these were © 
sumed in the fires that they themselt 
kindled: We must make sure that 
we reconstruct our life there will be? 
soil in which such weeds can 8 
again.” 
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Fine Reports Are 
Showing Upturn 


Most Companies in Their De- 
cember Figures Have 
Increases 


YEAR’S PROSPECTS GOOD 


Several Offices Are Able to Give Defi- 
nite Figures on the Operations 
of 1933 


The Continental American Life of 
Wilmington, Del., made a gain of $346,- 
252 in insurance in force last year, 
which is some achievement, the amount 
being $105,677,319. There was a de- 
crease of about 6 percent in the amount 
of ordinary insurance in force in the 
country, according to estimates made 
by the Association of Life Insurance 
Presidents. The Continental American's 
new business last year amounted to $21,- 
028,603, gain of $2,750,279 or 15 percent. 
This, too, is a most excellent record. 

Its assets as of Dec. 31, were $15,- 
720,830 of which $5,457,360 or 34.7 per- 
cent were bonds, $4,283,117 or 27.3 per- 
cent city mortgages, $411,722 or 2.6 per- 
cent farm mortgages, $439,622 or 2.8 
percent preferred stock, $3,660,168 or 
23.3 percent policy loans, $491,702 or 3.1 
percent cash, $415,341 or 2.6 percent real 
estate. Its legal reserve is $13,421,908, 
contingency reserve $91,627, investment 
reserve $172,103, capital $637,530, net sur- 
plus $1,129,416. The assets are 13 per- 
cent in excess of liabilities. The com- 
pany thus makes an excellent showing 
in its financial statement, one of the first 
to be issued. 

In 1933, the’ first full year in which 
the company operated in New York 
City, the agencies there produced over 
$5,500,000 of paid business. The assets 
show an increase during the year of 
$754,843, or 5 percent. Over 80 per- 
cent of the new business in 1933 was in 
policies of $5,000 or more. 


UNION CENTRAL LIFE 


December was another record-break- 
ing month for the Union Central. The 
application total for the month was the 
greatest since June, 1932, and the set- 
tled business showed an increase over 
November. Each month since Septem- 
ber has shown a decided increase over 
the preceding month, and in December 
it was 78 percent higher than it was four 
months ago. 

The Mark S. Trueblood Agency of 
Los Angeles led in 1933 performances, 
with more than four times as much busi- 
ness as was done in 1932. Tihe Ril T. 
Baker Dayton, O., agency doubled its 
volume the past year as compared with 
the year before. ; 

The two largest agencies, New York 
and Cincinnati, made December their 
best month, the C. B. Knight New York 
agency showing a 13 percent increase 
over November, and the J. P. Devine 
Cincinnati organization showing a 12 
Percent increase. The Cincinnati agency 
also bettered the December, 1932, mark 
by 38 percent, thereby registering a rec- 
ord figure for two years. 

Agencies which reported increases 
over November, over December, 1932, 
and for the entire year include the A. 
Rushton Allen Philadelphia organiza- 
tion, the R. H. Edmiston Portland, Ore., 
agency and the J. R. Edlund St. Paul 
agency, 

November records were shattered by 

tcember performances with decided 
Margins by the M. E. Brooks Memphis 
agency, H. A. Zischke Chicago agency, 

- C. Benson Kansas-Missouri agency, 

(CONTINUED ON PAGE 13) 





Agent Basis Needs Change 


Agency Manager Olson Believes That Heavy Turnover Due to 
Service Demands Requires Revised Method of Compensation 





Something is wrong with the method 
of selling life insurance and remunerat- 
ing agents, to which problem the best 
actuarial brains should be applied, A. B. 
Olson, agency manager Bankers Life 
of Nebraska, stated in a paper read 
before the Insurance Institute of Ne- 
braska. 

In the old days agents were able to 
make more money out of a given vol- 
ume of business than now. Companies 
made little effort to save business after 
it was written, going on the theory that 
there was a tidy profit in terminations. 
Today with the call for a great amount 
of service, the agent’s selling time on 
the street is seriously reduced, and his 
morale as well. 


Much Time Is Spent 
Merely Repairing Fences 


Mr. Olson said that greed for volume, 
necessity for greater income and false 
understanding of the business on the 
part of many company officials have 
overshadowed the influence that the 
meek and lowly actuarial department has 
been able to set up, with the result that 
the biggest job has been to repair fences 
broken down by operating methods set 
up at least somewhat in ignorance. 

To emphasize his point Mr. Olson dis- 
cussed the case of the average small 
company with 100 full time agents, of 
whom, he judges, not over 25 secure 
more than $100,000 net paid business 
a year, with average premium of $22 
per $1,000. On this premium income 
with commissions ranging from 50 to 
60 percent, the agent gets $11 to $12 
per $1,000, or a little over $1,000 a year. 

Counting the cost of the agent’s op- 





erations, Mr. Olson says, there is real 
reason for wondering how the agents 
keep body and soul together. 

“My own company has been able to 
do somewhat better than average,” Mr. 
Olson said. “In fact, our agency turn- 
over is conceded by those in position to 
know to be lower than any other com- 
pany in the United States, but even with 
us it appears that there is a real need 
for a new plan; one that will pay a 
living wage for the better class during 
the period of building in so that we can 
retain the men that we really want 
rather than depend on whomever it 
might be who straggles into-our organ- 
ization and by some hook or crook does 
get by. 

“T am confident that if we could cut 
the terrific lapsation that always fol- 
lows the cancellation of an agent’s con- 
tract and be willing as do commercial 
institutions actually to use the profits out 
of old business for the purpose of secur- 
ing mew, some changes could be 
brought about that would be of value.” 


Large Proportion of 

Agency’s Business Lapses 

He cited a visit to an agency office 
which early in 1931 opened in a new 
territory and in 18 months of that year 
paid for approximately $700,000 of 
business. The turnover in agents, how- 
ever, has been large. A survey now 
discloses that less than 15 percent of 
the business secured in 1931 is alive on 
the books, even though the agency has 
made every effort to retain the business 
through service calls by new agents. 

Mr. Olson asked what is the cost, and 

(CONTINUED ON PAGE 12) 











trously shrink. 


region. 


Independence Square 





Home Office Trumpets 


Acclaim is given, as a matter of course, to great men 
and to achievements of monumental dimensions.. They are 
the leaders and the examples, and without them progress 
could not be sufficingly continuous. 
glorify volume by agency or individual underwriter. 
little we praise the smaller agency, the small producer. 
Blot these out. and American life insurance would disas- 


The test is: Is that Agency Manager, is that individual 
underwriter, conscientiously and intelligently making the 
most of his possibilities? If they are, and if they reflect the 
high ideals of our institution, 
praise and commending recognition as is the metropolitan 
Manager and the million dollar producer. 


Home Office trumpets should blow for every worthy 
worker, in city, in town, in village, and in the sparse rural 


THE PENN. MUTUAL LIFE INSURANCE CO. 


WM. A. LAW, President 


In life insurance we 
Too 


then they are as entitled to 


Philadelphia 

















Court Restrains 
St. Louis Company 


Injunction Against Continental 
Life of Missouri Granted at 
O’Malley’s Request 


E. B. TOLER IN CHARGE 


Difficulties Over Closed Bank Force 
Insurance Superintendent to Act 
Against Mays and Associates 


ST. LOUIS, Jan. 11—A temporary 
injunction has been granted restraining 
the Continental Life of St. Louis from 
further operation and a formal hearing 
to make it permanent will be held this 
week. Insurance Superintendent R. E. 
O’Malley filed a surprise petition last 
week and Circuit Judge Henry Hamilton 
granted a restraining order and named 
E. B. Toler of the state insurance de- 
partment to take charge as agent of the 
court. Mr. Toler, with the consent of 
the officers of the company, has been 
stationed at the general offices since Aug. 
1 to supervise management, including 
the handling of premiums paid for new 
insurance and the posting of securities. 


Give Access to Books 


Later Judge Hamilton granted attor- 
neys and officers of the Continental the 
right to have access to all its books, 
records, documents and reports of ex- 
aminations and monthly statements, as 
well as all telegrams and letters Super- 
intendent O’Malley has sent to other 
insurance commissioners and the United 
States comptroller concerning the sol- 
vency of the company. 

In his application for a permanent in- 
junction, Superintendent O’ Malley asked 
for an order to dissolve the company 
on the grounds of alleged mismanage- 
ment which threatens “it with insolvency 
should it be continued.” On the same 
day that he secured the injunction, Su- 
perintendent O’Malley demanded that 
President Ed Mays turn the complete 
management of the company’s affairs 
over to a board of directors to be named 
by Mr. O’Malley and to trustee stock 
control for a period of years. The di- 
rectors were in session considering Mr. 
O’Malley’s demands when the deputy 
sheriff entered the Continental office 
with a writ from the circuit court con- 
taining notification that Judge Hamilton 
_ granted a temporary restraining or- 
er. 

Claim Company Solvent 

At the hearing at which the company 
officials were granted the right to exam- 
ine the records and the superintendent’s 
correspondence concerning the company, 
their attorney, Theodore Rassieur, held 
that the information was needed to en- 
able the company to prepare a defense 
and he informed the court that the com- 
pany was not only solvent, but had a 
free surplus of more than $500,000. 

Superintendent O’ Malley later revealed 
he had taken immediate action to secure 
the injunction after learning that C. G. 
Revelle had been ousted as counsel and 
that certain company officials were at- 
tempting to borrow $13,000 on their pol- 
icies. Judge Revelle was a former super- 
intendent of insurance and at one time 
was justice of the Missouri supreme 
court. 

The Continental Life’s difficulties in 
the main are due to its $1,250,000 on de- 
posit in the closed Grand National Bank 
and Wellston Trust Company of Well- 
ston, Mo. Ed Mays was president of 
the Grand National Bank and his nephew 
headed the Wellston bank, Ed Mays be- 
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Code of Ethics Is Adopted 
by Chicago Agency Heads 


—_—————_ 


SIGNATURES BEING REQUIRED 


Grievance Committee Named to Handle 
Moot Points or Violations Direct 
‘with Companies 


Chicago general agents and managers, 
who are banded in a group, took a long 
step forward this week in their effort 
to improve ethics in the business and 
eliminate bad competitive practices, re- 
writing, proselyting, etc., by adopting 
unanimously a resolution to be signed 
by the agency heads. There were 35 sig- 
natures immediately secured and Walt 
Tower, managing director Chicago As- 
sociation of Life Underwriters, was as- 
signed the task of securing signatures of 
the division members not present. It is 
stipulated that the signature is in the 
official capacity, and not as an indi- 
vidual. 

Leaders in the Chicago association for 
four years have been attempting to se- 
cure ratification of such a pledge, all the 
while that competitive conditions, largely 
brought on by the depression, grew to 
a point seriously troubling all offices. 


Provisions of Resolution 


The Chicago resolution is a little code 
containing six provisions: 

1. To use their best efforts to dis- 
courage and prevent agents and em- 
ployes from securing cancellation of ex- 
isting policies and inducing the policy- 
holders to rewrite the contracts in the 
same or other companies. 

2. Not to accept an application in- 
volving the practice of rewriting or re- 
placing without first informing the gen- 
eral agent or manager of the company 
which issued the contract in order to 
protect the policyholder’s interest; in 
connection with an application submitted 
for $5,000 or over, to request the agent 
to sign a statement setting forth that 
the application is not intended to replace 
or rewrite any existing policy in any 
company represented by any signatories 
to the code. 


Section on Proselyting 


3. To discourage changes in agency 
connections in order not to encourage 
the practice of replacing or rewriting 
policies and to prevent such methods. 
Signatories agree that before soliciting 
or discussing employment of any person 
in the employ, present or past, of any 
signatories, the general agent or man- 
ager shall inquire of the then or former 
employer whether applicant is inclined 
to engage in or attempt to practice evils 
and abuses which the code is designed 
to prevent. Signatories agree not to so- 
licit or discuss employment of anyone 
as agent, supervisor or employe without 
giving due, careful consideration to any 
such information obtained, regarding the 
reliability and trustworthiness of the 
applicant. 

4. Signatories agree not to employ 
any agent, supervisor or other employe 
who has resigned or been discharged 
from the office of any other signatory, 
without first securing the facts. 

5. Not to accept any application for 
insurance or annuity from any agent be- 
ing housed by any of the other signa- 
tories without first advising the other 
office the reason given by the agent for 
submitting the case to other than. his 
own company, and that the agent be 
advised of the intention so to inform his 
general agent or manager before accept- 
ing the application. 

6. Affirm belief in the resolution 
adopted by the managers division of the 
Chicago association Feb. 5, 1931, dis- 
couraging employment of part-time 
agents and indiscriminate employment 
of agents obviously unfitted for life in- 
surance selling. 

It is the intention of the general 
agents’ and managers’ division to pub- 




















Program Chairman 








HOLGAR J. JOHNSON 


Holgar J. Johnson, general agent of 
the Penn Mutual at Pittsburgh, has been 
appointed to the important position of 
chairman of the program committee of 
the National Association of Life Under- 
writers. In this capacity, he will be in 
charge of arranging for speakers and 
developing a theme for the 1934 con- 
vention of the National association in 
Milwaukee. 








lish Feb. 1 the names and company con- 
nections of all signatories. 


Grievance Committee Named 


A grievance committee to handle any 
cases arising under the code was named 
by Manager E. B. Dudley of the divi- 
sion, who is life ge manager 
Travelers, Chicago. W. M. Houze, gen- 
eral agent John Hancock, is committee 
chairman, and Marc A. Law, general 
agent National of Vermont, and John 
Dingle of Bokum & Dingle, general 
agents Massachusetts Mutual, members. 











Annuity Premiums Increase 
Faster Than Life Insurance 





S. T. WHATLEY GIVES VIEWS 


Marked Growth in Popularity of An- 
nuities as Investment Expected 
to Continue 


HARTFORD, Jan. 11.—Annuity pre- 
miums in the last decade increased more 
than six times as fast as life insurance 
premiums, according to S. T. Whatley, 
vice-president of the Aetna Life. The 
public is becoming annuity minded and 
at the present time is investing almost 
as much money in new annuities as in 
new life insurance. 

The two most important factors con- 
tributing toward this trend, according to 
Mr. Whatley, are, first, that the public 
is becoming better informed as to the 
desirability and usefulness of annuities, 
and second, that they are pecularily 
adapted to existing conditions. Their 
present popularity has not been spon- 
sored by the life companies, he believes, 
but is largely spontaneous and to be 
attributed to the merit of the invest- 
ment. 

“It is small wonder that there has 
been a decided trend toward the pur- 
chase of annuities in the last few years,” 
Mr. Whatley said. “A> anderlying 
reasons for this trend a nalyzed, it 
seems very probable that it will continue. 
When it is considered thet the invest- 
ment in an annuity provides safety, a 
large return on the investment, com- 
plete freedom from investment care and 
worry, valuable tax advantages, and, 
above all, peace of mind which permits 
real enjoyment of life, it is likely the 
use of annuities will continue to grow 
in the years to come.” 








Mr. Dudley is member ex officio. The 
purpose of the committee is to take up 
direct with home offices any violations 
of the code. This procedure in the past 
was highly effective in the Chicago as- 
sociation’s campaign against twisters. 





View Federal Financing 


Life Insurance Companies May Be Called Upon to 
Bear Substantial Share of Ten Billion Dollar Program 





Life insurance men are pondering 
upon the effect on life insurance of 
President Roosevelt’s $10,000,000,000 
government financing. It is felt the 
‘burden may fall heavily on its shoulders 
as the banks are unable to absorb this 
huge amount. It is expected that the 
new federal bonds will not bear more 
than 4 percent interest so if the com- 
panies invest heavily in them, it may 
mean a further reduction in the life com- 
panies’ average interest return, which in 
turn will reflect in their dividends. 
Since the President’s budget message 
one large company has already given 
notice that it is reducing its interest rate 
and in view of the situation it is even 
possible that the companies that have 
already issued their 1934 dividend sched- 
ules may have to revise them. 

The President in his message was out- 
spoken and consequently it is felt that 
he must know where the money is com- 
ing from to finance the government’s 
$10,000,000,000 maturing bonds and defi- 
cit. It is well known that the Presi- 
dent has been practicing Yankee trad- 
ing in both his foreign and domestic re- 
lations and it is possible that some of 
the larger life insurance companies have 
agreed to aid the government in financ- 
ing on the promise that the national ad- 
ministration in turn will not turn to 
drastic inflation. It is also up to the 





life insurance companies and other finan- 
cial interests to maintain the national 
government credit for self-preservation 
because of the dire effect that national 
bankruptcy would bring. In its trading, 
the administration is probably pointing 
out the benefits gained by insurance 
companies in the industrial recovery 
program through the raising of wages 
which releases more money for life in- 
surance. 


Will Require Huge Sums 


If the life insurance companies are 
going to absorb a large portion of the 
government’s new bonds, it will mean 
that most of the new money for invest- 
ment must go into them as well as the 
old money that becomes available. It 
will mean that there will be less invest- 
ment in the higher interest bearing 
mortgage loans. At present over $650,- 
000,000 of life insurance money is in- 
vested in United States government 
bonds or about 3% percent of the total 
assets. It can be readily seen that if 
the companies are forced to assume a 
large proportion of the new government 
bonds at low interest, their investment 
earnings will be much curtailed. How- 
ever, any decrease in life insurance in- 
terest rates would be temporary as the 
new government bonds would soon be 
redistributed in ordinary investment 
channels. 











Wants Changes Made in 
Taxing of Annuity Returns 


ROGER HULL IN WASHINGTON 














Manager National Life Underwriters 
Association Appears Before Ways 
and Means Committee 








WASHINGTON, D. C.,, Jan. 11.— 
Recommendations of a subcommittee 
that changes be made in the method of 
taxing annuity receipts by adoption of 
an arbitrary rule that 3 percent of the 
amount paid for the annuity shall be 
deemed to be interest and made subject 
to income tax, were opposed today by 
Roger B. Hull of New York, represent- 
ing the National Life Underwriters As- 
sociation. 

Appearing before the ways and means 
committee of the House at the resump- 
tion of its tax hearings, Mr. Hull de. 
clared that a tax would slow up the 
sales of annuities. He cited a prospect 
who is ready to put $100,000 into an- 
nuities, declaring that if $3,000 of this 
amount was to be taxed “he would shy 
away from it.” 

The witness declared that while there 
has been a shrinkage of 40 percent in 
the national wealth during the depress- 
ing period, the shrinkage of legal re- 
serve life companies has been only one- 
tenth of 1 percent, and asked the com- 
mittee if it was to be the policy of Con- 
gress to penalize those institutions which 
have been able to withstand the de. 
pression. “I think the amount of sales 
of annuities would be very materially af. 
fected by the subcommittee’s proposal,’ 
he said. 


Move to Strip Talbott of 


Insurance Powers Seen 


























The Louisville “Herald-Post” printed 
a story that the stage is set for intro 
duction of a “ripper’ measure for the 
removal of insurance supervision from 
State Auditor J. Dan Talbott of Ken 
tucky. The state auditor in Kentucky 
has supervision over the state insuranct 
and department of fire prevention an( 
rates. 

The “Herald-Post” states the gover 
nor’s advisory counci! will soon rec 
ommend consolidation of the state in 
surance department, the department 0 
fire prevention and rates, banking d 
partment and securities department inté 
one unit. This would bring insurance 
supervision under James R. Dorman 
the banking department instead of Mr 
Talbott. 


May Investigate Federal 
Receiverships of Companie 





WASHINGTON, Jan. 11.—There i 
some very definite talk among membe 
of Congress that in the near future 
bill will be introduced providing for 
federal investigation of receivershif 
that have been created under the juti 
diction of the federal courts. There hi 
been an outcry against the waste ai 
expense of these receiverships and st) 
posed favoritism in allotting them. 
this investigation be made it will inclu 
those life company receiverships th 
have been created by the federal couti 
The congressional investigating cot 
mittee of course has no jurisdiction ov 
receivers appointed by the state coufl 



















Dingman to Address Actuarié 


Dr. H. W. Dingman, vice-presidé 
and medical director of the Continetl 
Assurance, will address the Chicago 4 
tuarial Club Jan. 16 at a dinner meet! 
in the Medinah Athletic Club, Chica 
on “Underwriting in connection ' 
the reinstatement of lapsed policies.” 
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CONGRATULATIONS, HOMA! 


After Earning Membership For Five Consecutive Years 
You Have Earned the Highest Honor Of All—You Are 


President of the 1934 Julian Price Club 





HOMA HOUCHIN 


b pas many friends in the life insurance business 
and your many policy holders will be delighted 
to know of your splendid record, and it is our pleas- 
ure to tell them just what it means to hold the single 
honor that is yours. We want them to know that in 
order to qualify for even a membership in the Julian 
Price Club requires at least two years of service, a 
consistently large paid-for production, and a high 
renewal percentage. Your business, totaling over 
two hundred thousand dollars, coming up for renewal 
in 1933, continued in force on the Company’s books 
100%. 

Your long record of service began in January 1922, 
and our permanent records will show your name as 
a leader many times. We are proud to have you with 
us, and know fully that the confidence which your 
clients have in your ability and integrity is well 
placed. The very fact that all your clients continued 








PRESIDENT 1934 
JULIAN PRICE CLUB 


their insurance in full force during 1933 shows that 
you were careful to sell policies well suited to their 
needs and circumstances. 


Your friends will also be interested to know that 
this is the fifth consecutive year in which you have 
earned membership in this honor club. 


We also want your friends to know that for the 
five years you have been a member of the Club, your 
renewal rate is exceptionally high. In addition, you 
have demonstrated your ability as a leader, having 
built and managed for the Jefferson Standard an 
agency in West Virginia that occupies front ranks in 
life insurance circles in your state. Your notable 
record is ample evidence of the high type of under- 
writer that you are, and we are confident that your 
future accomplishments will equal your fine record 
of the past. 


A. R. PERKINS, AGENCY MANAGER 


JULIAN PRICE, PRESIDENT 


Jefferson Standard Life Insurance Company 


GREENSBORO, N. C. 





We Have Splendid Openings for Men Like Homa Houchin 
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89-Year Record 
of Protection to 
Policyholders 
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Since it started business in 1845, this Company 
has paid to policyholders and beneficiaries over 
$3,910,000,000. Over one billion dollars of this 


amount was in dividends. 
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The stability of this strong mutual company 
has been particularly demonstrated during the past 









four years of business depression. In every one of 
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APA PACA ONIN NOLAN! 


these years, income has exceeded disbursements. 













Throughout all the years—during every panic, 
every war and every epidemic down to the present 
hour—the New York Life Insurance Company has 





met every obligation to its policyholders and bene- 
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ficiaries; it is amply prepared to continue to do so 
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throughout the life of every one of its insurance 


and annuity contracts. 
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NEW YORK LIFE 
INSURANCE 
COMPANY 


51 MADISON AVENUE 
NEW YORK, N. Y. 








HOME OFFICE BUILDING 
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‘Central Life. 








Farm Mortgage Expert 
Is Prudential Treasurer 











ROBERT M. GREEN 


Robert M. Green, who has been as- 
sistant secretary in the mortgage depart- 
ment of the Prudential, has been elected 
treasurer of that company. Mr. Green 
joined the Prudential early in 1932, after 
having served as treasurer of the Union 
He was chairman of the 
farm mortgage conference, comprising 
some 14 of the large life companies in- 
vesting in farm mortgages. He is a 
graduate of Princeton university. 

The Prudential has announced the 
promotion of Caleb Stone, who has been 
associate manager of the bond depart- 
ment, to second vice-president. Mr. 
Stone joined the Prudential in 1931 and 
the next year was promoted to associate 
manager. L. P. Mansfield, who has 
been an associate manager, becomes 
supervisor of the department. 

Dr. Chester T. Brown, who began his 
service with the Prudential as a medi- 
cal examiner in 1909 and who has been 
acting medical director since the retire- 
ment of Dr. J. Allen Patton last year, 
is promoted to medical director. 

S. H. Gallier and C. M. Shanks, each 
an assistant solicitor in the legal de- 
partment, were advanced to associate 
general solicitors. Mr. Gallier began 
his service in 1898, Mr. Shanks in 1932. 

L. R. Menagh, Jr., and D. G. Park, 
mathematicians, also were promoted. 
Mr. Menagh, a Prudential man since 
1914, becomes an assistant actuary; Mr. 
Park is named supervisor of the mathe- 
matical department. 


Bid of the Continental 
Assurance Is Liberalized 





Because the Continental Assurance 
liberalized as to death claims its bid at 
the last minute, the receiver of the Na- 
tional Life, U. S. A., did not make his 
recommendation to the court Tuesday, 
as was planned. This will probably be 
done Friday. 5 

Insurance Director Palmer of Illinois 
has been in Chicago this week con- 
ferring with the receiver and bidders. 


Dorsey Trial Under Way 

Seven defendants headed by M. J. 
Dorsey, former president of the defunct 
Security Life of Chicago went on trial 
in Chicago this week on a charge of 
conspiracy to defraud, setting up a de- 
fense they were victims of a con- 
spiracy and denying they looted the 
company as charged, by means of fraud- 
ulent mortgages. More than a week 
was required to select a jury. The 
prosecution contends Waukegan, IIl., 
factory property was mortgaged at 


$1,900,000, far above its real value, and 





this paper unloaded on the company. 


The state contends the property was 
split into 25 small parcels of land to 
facilitate securing mortgages and 
“dumping” in the Security Life. 

John A. Massen, receiver of the Se- 
curity Life, in sending out a notice to 
creditors, gives little hope of an early 
distribution. He said: 

“Obviously financial conditions are 
such that it is impossible to liquidate 
the assets of the Security Life Insur- 
ance Company of America on a satisfac- 
tory basis at the present time. Con- 
sequently no payment of dividends on 


your claim can be expected in the imme- 


diate future. 


James H. Benjamin’s Activities 

James’ H. Benjamin, who is expected 
to be a state’s witness in the present 
trial of M. J. Dorsey et al. has been 
a source of fear to a number of life in- 
surance executives in Illinois. It was 
because of the fear on the part of ex- 
ecutives of the National Life, U. S. A, 
that Benjamin was about to start receiv- 
ership action in federal court that |re- 
ceivership action was taken in the state 
courts when it was. Officials of the 
National Life, U. S. A., requested In- 
surance Director Palmer to bring 'the 
action and this was done immediately. 
Benjamin, who is a promoter, is known 
to executives of several other companies. 

Counsel for Attorney J. H. S. Lee, 
one of Dorsey’s co-defendants, charged 
in court that Jake (the Barber) Factor 
offered Benjamin $200,000 to induce Lee 
to cease his investigations in England in 
the interests of British investors, who 
accuse Factor of fraud. 


Grou, Department Meets 


The group department in the central 
department of the Equitable of New 
York, Chicago, held a pep meeting of 
managers and supervisors. J. A. Patton 
is associate sales supervisor in charge 
of the Chicago group department. 


Agency Pays for $10,000,000 

The S. Lustgarten agency of the 
Equitable of New York in Chicago paid 
for more than $10,000,000 of new life 
and annuity business last year. There 
was great advance in the sale of an- 
nuities. Among the five leading pro- 
ducers of the Equitable in the entire) 
United States, three of them, John Mor-§ 
rell, Harry Steiner and Louis Behr, alli 
$1,000,000 producers, are members of the 
Lustgarten agency. Mr. Lustgarten de- 
veloped these three men from scratch. 


To Make Iowa Loans 


DES MOINES, Jan. 11.—Resump- 
tion of investment by large life com- 
panies in Iowa farm mertgages has 
begun here with the announcement by 
Aetna Life that it is prepared to make 
a limited number of new farm loans a 
5 percent interest for five years. The 
loans will be negotiated on a basis 0 
40 percent of present land values, ex 
clusive of the value of farm buildings 
While these proposals were based 0 
conservative view, the announcement }s 
expected to encourage investors. Vit- 
tually no new farm loans have bet! 
made by insurance companies in low 
for two years. 


Group Men Promoted 


The General American Life has at 
vanced Jack L. Folk, Jr., from sup 
visor of sales to executive assistant # 
the group division. He is a gradual 
of the University of Missouri and was! 
newspaper man and engaged in salts 
promotion work before joining the Ger 
eral American. 

Robert Weddell, who has been st# 
tioned in St. Louis as group represent 
tive, will be supervisor of group salé 
George Hipp has been named group tf 
resentative in the southern states. ™ 
has been in the policy loan division # 
formerly was cashier in several gene 


agenciés. ms 



























2, 1934 


January 12, 1934 








LIFE INSURANCE EDITION 











7 












mpany. 
ty was 
and to 

and 


he Se- 
tice to 
1 early 


ts 


central 
F New} 
ing of 
Patton 
charge 


000 


of the} 
ro paid 
w life) 
There 
of an-j 
Be pro-| 
entire | 
1 Mor-§ 
hr, all} 
of the 
ren de- 
cratch. 





Orders Nebraska Benefit 
Societies to Dissolve 





LINCOLN, NEB., Jan. 11.—Following 
the report of O. G. Osborne, state in- 
surance examiner, sent out as a special 
investigator, Insurance Director Herd- 
man has issued mandatory orders that 
the seven mutual benefit or benevolent 
societies operating in western Nebraska 
dissolve at once or suffer possible pros- 
ecution for doing business without au- 
thority of law. He had previously noti- 
fied most of these to cease soliciting for 
members. At the same time the director 
sent sharp letters of criticism to four 
or five licensed life insurance agents who 
had either helped organize or are officers 
or directors of these societies. The Ne- 
braska laws do not countenance the 
organization and operation of such socie- 
ties, and their methods of doing busi- 
ness are held to be violative of the gen- 





eral insurance policy of the state as 
determined by the legislature. 

Two men recently from Idaho, W. L. 
Bunnell and T. R. Milner, are reported 
by Examiner Osborne as having been 
active in the promotion of several of 
these societies, while local talent organ- 
ized others. The general plan followed 
has been to seek to organize a unit of 
1,200 members, each of whom is assessed 
a dollar upon the death of a member, 
and of the total collection $1,000 goes 
to the beneficiaries and $200 is reserved 
by the officers for expenses. No certifi- 
cates are issued, the only membership 
card being that received through the 
mail to the effect that his application has 
been accepted. A membership fee of 
$2.50 is collected with the application, 
of which the solicitor gets $1.25. 

Backed by Attorney General 

Appeals of officers of mutual benefit 
societies to Attorney General Good from 
the order of Director Herdman ordering 
their dissolution were unavailing. Mr. 





Good gives as his opinion that such an 
organization is in violation of law since 
it is an insurance organization within 
the definition of the statute and does not 
have a license. He quotes the law as 
forbidding all companies save fraternals 
from issuing contracts on the assessment 
plan, and says the plan of providing for 
voluntary donations is an evident sub- 
terfuge which cannot be considered as a 
legal circumvention of the law. Mr. 
Good said the societies should be sup- 
pressed and offers his aid in protecting 
the public from imposition. 


Johnston & Clark Were Hosts 


On Monday evening Johnston & 
Clark, general agents Mutual Benefit 
Life at Detroit, played hosts to their 
office associates, agents, their families 
and friends. The evening marked the 
culmination of three eventful months 
of service by Fred Snow, president of 
the agency association. Following a 
banquet and remarks from the home of- 








fice guests, Oliver Thurman, vice-presi- 
dent and G. Franklin Ream, assistant 
director of field work, the guests sat 
down to an evening of farce and fun 
focused in a four-act play written and 
directed by A. B. Jewett who was as- 
sisted by D. B. Stow. The actors were 
all recruited from the members of the 
agency force and did themselves proud. 


Phoenix Mutual Conference 


Business sessions were supplemented 
with winter sports at a three-day con- 
ference of a group of ten officials and 
sales leaders of the Phoenix Mutual Life 
of Hartford at Lake Placid, N. Y. In 
the group were W. F. Howe, secretary; 
D. Gordon Hunter, agency vice-presi- 
dent, and James A. Griffin, assistant 
agency manager, all of Hartford; R. M. 
Smith, New. Haven; C. E. Wilcox, 
Cleveland; C. J. McCarthy, Rockville, 
Conn.; L. A. Wallace, Lynchburg, Va.: 
John Whiting, New York, and H. A. 
Hauenstein, St. Paul. 
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Forbearance on Mortgages 
Is Found Fully Justified 


PROPERTY OWNERS RESPOND 
Vice-president Kingsley of Penn Mutual 
States Public Shows Good Faith 
with Companies 





« 


PHILADELPHIA, Jan. 11.— Life 
companies are already finding that they 
were fully justified in their policy of 
granting every possible consideration to 
the distressed home owner, according to 
Vice-president W. H. Kingsley of the 
Penn Mutual. Many delinquent mort- 
gages have been restored to good stand- 
ing, even where interest was a year or 
more in default and taxes in arrears two 
years. 

Home owners are showing a good 
spirit about keeping faith with the com- 
panies in the forbearance of the latter, 
Mr. Kingsley finds. It is too early to 
say much about the situation as regards 
business property, he believes. 

It is to be expected that homes and 
farms would show the first effects, since 
they are of most vital concern to their 
owners; also because they are usually 


. initial cash payments. 





fairly small units, not requiring a large 
amount of cash to put them back in 
good standing. Business properties must 
probably wait some time before they can 
be thought of as being in the clear. 
Better prices are being obtained for 
foreclosed properties, with much larger 
No longer is it 
necessary to accept small first payments 
and long term installments to get a pur- 
chaser. The farm situation has. shown 
much improvement, some of the areas 
that were the most troublesome now 
being among the most satisfactory, such 
as certain sections of Iowa and Georgia. 


Presidents’ Proceedings in 


Printed Form Are Issued 





Printed proceedings of the annual 
convention of the Association of Life 
Insurance Presidents, held in New York 
City Dec. 7-8, were issued on Jan. 4. 
The volume contains 260 pages. Copies 
are being mailed to life insurance execu- 
tives and agents, supervising officials, 
libraries, health organizations, insurance 
journals and daily newspapers through- 
out the United States and Canada, also 
to a list of interested persons in varicus 
foreign countries. 

The attendance list for the meeting 
shows that 551 members and guests were 





present. These included executive offi- 
cers representing 120 life companies of 
the United States and Canada—the 
largest number of companies ever rep- 
resented at an association convention. 


Early Birds Catching Worms 

An “Early Bird” contest is under way 
in January among agencies of the Pan- 
American Life. Cash prizes are offered 
individual leaders in volume of new in- 
surance and in number of lives insured. 
In order to qualify for the contest 
prizes, field men were required to sub- 
mit at least one completed application 
the first week of the contest, Jan. 2-8. 
Each “Early Bird” will receive a special 
souvenir prize in appreciation of his ef- 
forts aside from the cash prizes which 
may be won. In the first week over 275 
field men had submitted “Early Bird” 
applications. 

Federal Life’s Figures 

The Federal Life of Chicago closed 
the year with assets of $14,574,250, in- 
cluding mortgage loans $5,600,000, 
bonds $392,000, policy loans $2,994,000, 
real estate $4,279,000 and cash $409,000. 

Policy reserves amounted to $11,093,- 
000, contingency reserve $400,000, capi- 
tal $375,000 and net surplus $427,000. 
Therefore the surplus as to policyhold- 
ers is more than $1,200,000. 








Children 





ORGANIZED SELLING METHODS 


Effective, tested methods of telling a convincing story have now 
been developed for Minnesota Mutual Field Men to fit several 


"life situations '— 


With us you have a way to find and proceed effectively with 
Young Men 
Employed Women 


Men who have to rebuild their whole program 


A Minnesota Mutual representative knows how to keep supplied 
with such prospects to see—and he knows what to do when he 
goes to see them. 


THE MINNESOTA MUTUAL LIFE INSURANCE CO. 


Saint Paul, Minnesota 

















Ringing Wrong Doorbell 
Leads to Sale of Policy 





Ringing the wrong doorbell 
proved a profitable enterprise re- 
cently to S. E. Lynde, Los Angeles 
salesman for the Bankers Life of 
Iowa. Seeking a Glendale pros- 
pect, he rang the bell at the wrong 
door and to his surprise was 
greeted by an acquaintance who 
had once been declined by the 
Bankers Life. The incident had led 
to correction of his impairment, 
and, grateful to the company which 
rejected him, he was soon signing 
an application. 















Equitable Life of Iowa’s 
Pace Makers for December 


The Rice Agency of Pennsylvania 
was the Equitable of Iowa’s leading 
agency in December with a paid total 
of $331,514. Other leading general 
agencies were: Chicago, W. F. Craw- 
ford; New York City, Hoey & Ellison; 
Minnesota, E. W. Cameron; Detroit, F. 
A. Smart, and Kokomo, L. T. Boyd. 

J. A. Mason of New York City was 
the leading agent for the month with 
$160,000 of cash business. Mr. Mason 
also led all agents for the year, his 1933 
paid total being $1,037,250. Other lead- 
ing agents in December were: M. H. 
Zacharias, Detroit; B. . Dempsey, 
Columbus; J. C. Deibler, Rice Agency; 
A. H. Allison, Philadeiphia; A. L. Lan- 
phear, Chicago; J. W. Markley, Ko- 
komo; E. S. Howland, Cameron 
Agency; C. E. Woland, Oakland, and 
L. J. Beaucage, Portland, Ore. 


Three Coast Commissioners 


Reported Probing Companies 


SAN FRANCISCO, Jan. 11.—Care- 
fully guarding their purpose or objects, 
three Pacific Coast commissioners are 
in conference in San Francisco this 
week, A. H. Averill, Oregon; W. A. 
Sullivan, Washington, and Mitchell of 
California. 

According to unconfirmed reports the 
commissioners, who arrived in San 
Francisco Monday, are making a search- 
ing investigation into affairs of two or 
more California companies. 


Royal Union Mutual Trustees 


DES MOINES, Jan. 11—Former Dis- 
trict Judge C. C. Bradley of Le Mars, 
Ia., and J. E. Wooding, of Fort Wayne, 
Ind., have qualified in the federal court 
as trustees for the Royal Unien Life. 
Its business recently was taken over by 
the Lincoln National Life on a contract 
approved by the court. Judge Bradley 
will receive a salary of $8,500 a year and 
Mr. Wooding $7,500 a year for a ten- 
vear period unless the trusteeship 1 
ended before the expiration of that 
time. 


Williams, Anderson Directors 

J. F. Williams, who joined the Fed- 
eral Life of Chicage recently in a tem- 
porary capacity, has now been elected 
assistant treasurer and a director. He 
was a vice-president of the Illinois Life 
and before that had been actuary first 
for the Tennessee insurance department 
and then for the Illinois department. 

T. Loyal Anderson, assistant secretary 
in charge of accident and health claims, 
has also been elected a director. i 
Anderson likewise was formerly actuaty 
of the Illinois department. 


Year Starts Well 


New business of the Midland Mt 
tual Life for the first nine days of Ja™ 
uary was two and one-half times thi 
of the first nine days of 1933. Tht 
average policy jumped to $3,000, com 








pared with $1,900 in August. 
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New Group Lives Offsetting 
Terminations, Companies Say 





CONDITIONS MUCH IMPROVED 
Business Recovery Well on Way If Re- 
‘sults in This Branch Are 
Any Criterion 





A complete face about in the group 
life business occurred in the last half 
of 1933, according to advices from many 
quarters, new lives added in the last 
eight months offsetting terminations. 
Throughout the depression since late 
1929, group insurance consistently had 
fallen off, due to unemployment in in- 
dustry and business, merging or failure 
of business concerns. 

A plan adopted by many companies 
whereby former employes automatically 
are reinsured upon returning to their old 
places has helped greatly toward the 
better results in 1933. This is particu- 
larly true in the case of group insur- 
ance carried in larger life companies 
and on larger groups. 


Upturn Definitely Indicated 


Comment from home offices and field 
men is that the turn insofar as group 
insurance is concerned definitely has 
been made. There is now no question 
but that the upturn in employment as 
indicated by increased sales of group 
insurance has occurred. 

There has been a great swing toward 
pension plans and particularly toward 
group accident and health. This in 
large measure is due to the fact that 
during prosperity days several members 
of a family held positions but now in 
many cases only one is working and the 
loss of ‘his income is loss of entire sup- 
port of the family. 


Employes Protect Incomes 


Employes keenly feel the need for 
protection against lost income. As evi- 
dence of this a number of large business 
concerns which have had a struggle to 
keep their heads above water, and even 
one great company in receivership, have 
approved various group plans for em- 
ployes, some calling for complete life, 
pension and accident and health on con- 
tributory basis. 

The general trend since the NRA 
began operations has been to focus em- 
phasis on employes’ problems. Business 
concerns under present conditions are 
less satisfied than ever to assume the at 
least moral obligation for employes’ 
welfare which exists when no specific 
provision such as under group insurance 
Is made. 


Big Group Pension 

The Aetna Life has written a group 
Pension contract for the California & 
Hawaiian Sugar Refining Corporation 
of San Francisco, the initial premium 
being $500,000, The policy calls for an- 
nual premiums of $160,000. 

The contract covers 1,000 employes 
who contribluted to the plan although 
the major expenditure was borne by the 
company. The volume of the straight 
8roup insurance is increased by this con- 
tract from $1,000,000 to $3,500,000. 


ee 





Equitable Agency Starts 
Off with Huge First Day 





The Iowa state agency of Equi- 
table Life of New York, headed 
by M. C. Nelson, Des Moines, re- 
Ported $398,500 in new business 
written on the first working day 
of the new year. This record 
came in on 167 applications and in- 
dicates, Mr. Nelson said, that 1934 
will be a prosperous year in life 
imsurance writing. The paid busi- 
ness of the agency in 1930 was 
$10,217,000. 
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J. A. Durgom Devises 
Effective Sales Plans 








J. A. Durgom of the Newark, N. J., 
agency of the Massachusetts Mutual is 
a great student of the ‘business. He en- 
tered life insurance work in June, 1931, 
and after two months’ training started 
on a purely cold canvass basis. He paid 
for $517,000 with a premium income oi 
something over $14,000, concentrating 
his effort on doctors and lawyers. He 
developed his own standardized approach 
to fit each of four particular types of 
prospects. He sold as many as eight 
policies to one person during two years. 
He has rewritten 50 percent of his pol- 
icyholders. 

He developed a geographical card fil- 
ing system of prospecting and also 
charts showing the disposition of life 
insurance proceeds in connection with 
audits and retirement income plans used 
by some of the agents. He developed 
and published the “Self-Organizer” on 
Nov. 1 of last year. He was interested 
in the latter devicé by reason of a de- 
sire to use a time control system that 
would enable an agent to build up a 
balanced day’s work in line with his 
method of solicitation and _ therefore 
strive for consecutive production. This 
plan has proved its value in the 
Newark agency where production has 
more than doubled during the last sev- 
eral months in which the “Self-Organ- 
izer” has been used in connection with 
agency supervision. Mr. Durgom is 
president of the Massachusetts Mutual 
agents’ association in the Newark office. 


Improvement Continues in 
the Farm Mortgage Field 





Continued improvement in the farm 
mortgage situation is reported bv ex- 
ecutives of life companies. The federal 
agencies are going into high speed in 
making loans to farmers, with which 
to pay off existing mortgages and the 
life companies are experiencing the 
benefits in increasing proportions. Then 
the 45 cents a bushel loans to corn pro- 
ducers and 10 cents a pound loans to 
cotton farmers by the Commodity 
Credit Corporation is -enabling many 
farmers to take care of back interest on 
their mortgages. Then again, life com- 
panies report they are selling a few 
farms for cash. 

These developments are encouraging 
particularly to life companies whose cash 
position is poor, mainly because a large 
proportion of investments are in farm 
loans. If the improvement continues, 
there is reason to believe that the pres- 
sure on companies so situated will be 
greatly relieved. 


Would Extend Life of R. F.C. 


WASHINGTON, D. C., Jan. 11.— 
Legislation extending the life of the Re- 
construction Finance Corporation for an- 
other year, until Feb. 1, 1934, and in- 
creasing its revolving fund by $850,000,- 
000 is under consideration by the senate 
banking and currency ‘committee, and 
is expected to receive its approval be- 
fore the end of the week. 

The corporation has asked congress 
for a three year extension and an addi- 
tional one billion dollars for its revolv- 
ing fund, ten millions of which would 
be used for making loans to insurance 
companies. 


Ottawa Life Managers Elect 


The following officers have been 
elected by the Life Insurance Managers 
Bureau at Ottawa, Ont.: President, E. S. 
Miller, Imperial Life; vice-president, 
Ernest Moulds, Excelsior Life; execu- 
tive committee: W. Lyle Reid, Sun Life; 
J. F. C. Maunders, Travelers; R. J. 
Davis, Mutual Life of Canada; secretary- 
treasurer, C. D. Carr, London Life. 














6) unui with his income drastically reduced, with 
accumulated debts, and with the job of providing 
clothing and shelter for his family — the average man 
is inclined to “put off” buying adequate insurance. 

“How needlessly some men gamble!” warns Union 
Central advertising. It drives home forcefully the tragic 
consequences of inadequate protection, and offers as an 
immediate solution the Economic Adjustment Plan, 
worked out especially for the man with a “depression 
income.” 

Great theory! But does it work? 

It does! The character of replies proves how forcefully 
this appeal is striking home. They don’t ask just for the 
booklet — they want action! Some ask for figures, some 
include their dates of birth, some ask for the names of 
our local representatives . . . and a few even asked us 
to enclose an application! 

No wonder Union Central agents are so enthusiastic 
about their company’s new advertising campaign! 


The 
UNION CENTRAL 


Life Insurance Company 


CINCINNATI 
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Men 
of Action 


A mutual company 38-years-old.. 

directed by men of seasoned judg- 

ment...progressive in its manage- 

ment...forging ahead to new goals 
of achievement. 


CENTRAL LIFE 


Assurance Society 
{MUTUAL} 
DES MOINES 











THE HOME LIFE INSURANCE COMPANY 
OF AMERICA 


PROTECTS THE ENTIRE FAMILY 


Home Life Agents are equipped to serve every need for protec- 
tion. Modern policies are issued on both Industrial and Ordinary 
plans from birth to Age 65 next birthday. The Home Life sales-kit 
means a whole family of potential policyholders back of every 
door-bell. 

f. 


There Is a Home Life Policy for Every Purse and Purpose 
gu 








OVER ONE HUNDRED MILLIONS IN FORCE 


INDEPENDENCE SQUARE PHILADELPHIA, PA. 


(INTERESTED IN REPLIES FROM PENNSYLVANIA AND 
DELAWARE) 
























Wanted: Managerial Material PS er 2 
BUFFALO MUTUAL LIFE INSURANCE COMPANY* 


for the States of New York and Ohio € BUFFALO, NW 


Men who would make good local and district managers in various territories in New 
York and Ohio are wanted by this 62 year old company... to start s agents. Write in 
confidence with details of experience to E. Parker Waggoner, Supt. of Agents, Buffalo. 
















Results for 1933 Show 
Many Increases in Sales 








T. W. Thach, Oklahoma general agent 
Mutual Benefit Life, reports 1933 paid 
business the largest in the history of the 
Oklahoma City agency, totaling $1,602,- 
000, an increase of 43 percent. The 
highest previous record was $1,545,000 
in 1925. Mr. Thach formerly edited the 
Mutual Benefit agent’s magazine, the 
“Pelican,” and assisted at the home of- 
fice in agency supervisory work. He 


| succeeded J. N. Dyer as Oklahoma gen- 


eral.agent in 1931. 
* * * 


G. J. Hartman, Oregon state. man- 
ager Occidental Life, reports Oregon 
production in December exceeded that 
of December, 1932, by over 100 percent. 

owe 


R. W. Earl, Oregon branch manager 
Canada Life, reports a 32 nercent gain 
in new life insurance and annuity busi- 
ness for the year. 

* * * 


December was the best month in writ- 
ten business the J. W. Albachten gen- 
eral agency of the Pacific Mutual Life in 
Detroit has had in two years, the total 
being 25 percent more than for any 
month during that period. The agency 
has been well ahead of 1932 for the past 
four months, showing an average of 17 
percent more paid business during the 
last third of the year than for the first 


two-thirds. 
* ke 


Thes Des Moines agency of Mutual 
Life of New York reports a gain of 24.6 
percent in business in 1933. Local busi- 
ness in Polk county, home of the 
agency, in 1933 surpassed any year since 


1929. 
* kK OF 


The St. Louis branch of the Central 
States Life passed the $1,000,000 mark 
in 1933. December proved the biggest 
month of the year, reports Manager 
Herbert Jones. The Little Rock, Ark., 
agency of the Central States Life wrote 
$1,243,700 in 1933, lacking only $85,900 
of tying the record set in 1932. 

kk Ox 


F. C. Wigginton Agency of the State 
Mutual Life at. Pittsburgh showed a 51 
percent increase in business in Decem- 
ber over the same month in 1932. A 90 
percent increase was made the last 
quarter of 1933 over the last three 
months of 1932. This record was made 
with 35 percent fewer agents in the or- 
ganization. Mr. Wigginton does. not 
have a part time man under contract. 
His agency stood seventh among the 
company’s agencies in December and 
12th for 1933. 


Speedy Service Rendered 
in Delivering Life Policy 





The National Life & Accident has 
achieved a record in its ordinary depart- 
ment on service on a new policy. Fri- 
day night, Dec. 29, Manager W. L. 
Knight of Memphis assisted one of the 
men in his territory in closing an appli- 
cation. It was secured at 9:30 p. m. 
The examination was completed im- 
mediately and being mailed out, reached 
the home office Saturday morning. The 
case was approved and the policy issued 
in time to leave Nashville on an Ameri- 
can Airways plane at 11:15 p. m. It 
reached Memphis at 2 p. m. Saturday. 
Within 17 hours from the time the ap- 
plicant signed, he had the policy in his 
possession, 


3-DAY COURSE 


Get the “Dynamic Short Course,’ puts a new man into pro 
duction at end of three days. Price $3.00 cash with order; fullre 
fund if complete plans are followed and you are not satisfied. 


Insurance R & R Service 


Indianapolis, Indiana 








Troublesome Question Seen. 
in Interpretation of Policies 





One of the most troublesome legal 
questions in life insurance is-which juris- 
diction shall govern construction of the 
policy, A. F. Gruenwald of the Utili- 
ties Insurance Co. told the Life Insur- 
ance Lawyers. Club of Chicago. at the 
January meeting. The general belief is 
that law of the state where the contract 
is made governs its interpretation, but 
Mr. Gruenwald believes this begs the 
question. 

In the absence of such a stipulation in 
the policy, a variety of considerations 


govern, such as: (1) Where the appli- | 


cant lived; (2) where application was 
taken; (3) where first premium was 
paid; (4) where injury or death oc- 
curred; (5) where applicant was domi- 
ciled; (6) where policy was delivered; 
(7) where policy was last countersigned; 
(8) where policy became effective; (9) 
where policy originated or was issued; 
(10) where the beneficial effect occurred; 
(11) where the performance was con- 
templated, and (12) where the last af- 
firmative act was done. If only one of 
these elements were present in a case 
the answer would be simple, but usually 
they occur in combinations of two or 
more. 

C. R. Holton told the story of an un- 
usual case, in which he was interested. 
In May 1933, an assured of a Canadian 
company, died in North Dakota of mon- 
oxide poisoning. The policy had a 
double indemnity clause, which was part 
of the body of the policy and not a 
rider. The company offered. to pay the 
life insurance benefits if the beneficiary 
would give a full release. She declined 
and started suit in North Dakota for 
the death benefits, reserving the right to 
sue separately for double indemnity. 
He said the suit will be for $2,999.99 
so the case cannot be removed to the 
federal court. The policy was for $5,000. 

The question is whether the wife has 
split her cause of action and if she has, 
whether she has forfeited her right to 
further recovery because of the judg- 
ment in North Dakota. 

F. J. Hadley reviewed the current de- 
cisions and Wendell Brown discussed a 
phase of the Illinois civil practices act. 





Procedure of the Code 
Hearings Is Outlined 





Now that an insurance code hearing 
appears to be a certainty, insurance peo- 
ple will be interested in the procedure 
of these sessions. 

At least one day before the hearing, 
those organizations or persons, who de- 
sire to voice objections, are required to 
file in writing their objections to any 
or all sections of the code and_to set 
forth the wording of amendments, which 
they contemplate proposing. The or- 
ganization must say who its represen- 
tative will be and must give his ad- 
dress. The organization must. state 
what it represents and what its inter- 
est is. 

The hearings are usually opened by 
a deputy administrator, who has at. his 
side, a deputy of his own. The dep- 
uty administrator makes a preliminary 
statement. Then, ordinarily, he turns 
the hearing over to his deputy. 

The deputy to the deputy administra- 
tor then takes up the code section by 
section. The objectors to each section 
are called upon alphabetically until all 
sections are disposed of. 

In addition, objectors are permitted 
to file briefs which are given the same 
consideration as oral testimony. In 
fact, most of those who testify orally, 
read papers and then turn them in Iatef. 

After the hearing, the matter is taken 
under advisement and all of the argi- 
ments and briefs in connection wit 
each section are digested. When that 
work has been completed, the adminis 
trator steps in and decides what the 
wording of each section shall be. 
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Oliver Thurman Reviews 
Status of Life Insurance 











NEWARK, Jan. 11—In reviewing 
the life insurance situation for 1933, 
Qliver Thurman, vice-president and su- 
perintendent of agencies of the Mutual 
Benefit, points out that although the 
$13,000,000,000 new life insurance sold 
in 1933 was about ten percent below 
that of the previous year there has been 
a registered trend upward for the last 
few months of the year. While the total 
insurance in force has decreased about 
5 percent, the total has almost doubled 
in the last 10 years and constitutes three- 
quarters of all the life insurance in force 
in the world. 


Payments Set New Record 


Mr. Thurman also states that loans to 
policyholders made last year reached a 
total of about $3,400,000,000. This fea- 
ture has played an important part in 
life insurance, especially where the loans 
are made to pay premiums when the 
policyholder is not able to pay in any 
other way. It has been estimated by 
Mr. Thurman that in 1933, in spite of 
trying conditions, the life insurance com- 
panies paid in cash to living policyhold- 
ers the sum of $2,175,000,000 and to 
beneficiaries $925,000,000, making a total 
sum of $3,100,000,000, which is the 
largest sum paid to policyholders and 
beneficiaries in the history of life insur- 
ance. 


Policy Loans Decreasing 


Policy loans have decreased somewhat, 
it is pointed out by Mr. Thurman, and 
in some instances policyholders are be- 
ginning to pay back their loans. Life 
insurance companies have reduced their 
dividends for 1934 but this has been 
brought about chiefly due to increased 
taxes, to somewhat lower interest earn- 
ings on investments and to the death 
rate among insured people continuing 





slightly higher than in less troubled 
years. 


Must File Agency Cancellations 
SALT LAKE CITY, Jan. 11—Com- 


missioner E. A. Smith, Jr., has ruled 
that agency managers must advise his 
office of any cancellations of agency 
agreements and the reasons therefor. 
The commissioner believes that if this 
procedure is followed: undesirables will 
be weeded out and. kept out of the in- 
surance business in the state. He said 
he would keep a record of all cancella- 
tions to refer to when considering ap- 
plications for agency licenses. 


Good Talks at Agency Opening 


When the Lawrence Bates agency of 
Mutual Benefit Life opened its new 
quarters in the Vance building, Seattle, 
Charles Frisbie, New England Mutual, 
spoke on “How to Keep Busy”; Hugh 
S. Bell, Equitable of Iowa, on “Unit 
Selling for Immediate Results”; W. B. 
Laney, Phoenix Mutual, on “Prospects 
This Year and Next,” and J. F. Grant, 
Penn Mutual, on “The Moral Factor in 
34.” 


Banker Oldest Policyholder 


SAN FRANCISCO, Jan. 11.—W. H. 
Crocker, president of the Crocker First 
National Bank and business and political 
leader, of San Francisco, has been noti- 
fied by the National Life of Vermont 
that he now qualifies as the company’s 
oldest policyholder in San Francisco. 
Forty-four years ago Mr. Crocker pur- 
chased his first policy from Gordon 
Stolp, then general agent, and two years 
later, in 1891, Mr. Crocker purchased an 
additional $20,000 policy, both on the 
ten-payment plan. Writing to F. P. 
Ebertz, San Francisco general agent, 
Mr. Crocker says: “After a lifetime of 
service as a banker, I have been heartily 
convinced of the essential nature of life 
insurance as a safe investment.” 











Effect of Inflation on 
Life Insurance Shown 





Many people are wondering 
what will be the effect of inflation 
on their life insurance. The 
agents themselves are not so much 
alarmed but the public is very 
much exercised and policyholders 
ask agents what the effect will 
be. The Diamond Life Bulletins, 
420 East Fourth street, Cincinnati, 
got out the best pamphlet on the 
subject that has been published. 
This is written in very clear, con- 
vincing and logical style by Edi- 
tor Abner Thorp. Many compa- 
nies and general agents have 
bought these booklets in quantities 
so that their agents can hand them 
out to policyholders when the 
question is raised. 











Russell Agency Records 
Sharp Gain; Study “Apps” 


LOS ANGELES, Jan. 11—The home 
office agency of the Pacific Mutual Life, 
J. H. Russell, manager, reports an in- 
crease of 209 percent in new life business 
for December and a gain of 216 percent 
in the sale of retirement income policies 
and annuities over December, 1932. The 
most outstanding exclusive gain was in 
annuities, the increase being in excess 
of 500 percent. 

A recent analysis made by the agency, 
covering 1,000 applications, revealed that 
those for ordinary life and life expec- 
tancy policies accounted for 37 percent 
of the total volume, while retirement 
income and endowment applications rep- 
resented 36 percent. Figuring the num- 
ber of applications as the basis of com- 
parison, ordinary life and life expectancy 
showed 30 percent, while retirement in- 








come and endowment applications re- 
corded a percentage of 49 percent. These 
figures do not include applications for 
bonds..or annuities, which account for 
approximately 33 percent of business 
produced. Out of the 1,000 applications, 
approximately two-thirds were for life 
insurance and one-third for retirement 
income annuities and single premium 
contracts of various kinds. Out of the 
1,000 cases 55 percent were for $2,500 
and under. 


Los Angeles C. L. U. Active 


Miss Isabel Daugherty, Pacific Mutual 
Life, has been elected chairman of the 
program committee of Los Angeles C. 
L. U. chapter. At the last meeting H. 
W. Wright, domestic trade commissioner 
of the Los Angeles Chamber of Com- 
merce, gave a business review. J. D. 
Brady, Los Angeles attorney, discussed 
recent legal decisions in connection with 
income taxes, inheritance and gift taxes 
in their relation to life insurance and 
annuities. 


West Virginia Restrictions 
West Virginia has removed the mora- 
torium restrictions applying to life insur- 
ance, thus annulling the order made last 


March. This applies to surrenders and 
policy loans. 


Life Notes 

Mrs. T. M. Lawton, mother of J. Fred 
Lawton, associate general agent of the 
Connecticut Mutual in Detroit, died last 
Sunday. She was a daughter of Sir 
George Green of Glasgow, Scotland. 

The California agency of the State 
Life of Indiana, under A, J. Hill, led all 
the company’s agencies in December 
production. E, L. Buehanan of San Fran- 
cisco led in personal production. 

J. H. T. Martin, prominent Newark, 
N. J., attorney, has been elected a direc- 
tor of the Mutual Benefit Life. He is a 
Harvard man, a former member of the 
New Jersey legislature, and served as 
chairman of the New Jersey tax sur- 
vey commission. In 1931 he became 
state tax commissioner, his term expir- 
ing in 1936. 
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CONTINENTAL 
AMERICAN 


Life Insurance Co. 
Wilmington, Delaware 


' 26th 
ANNUAL 
STATEMENT 


December 31, 1933 


NEW INSURANCE 
$21,028,603 
$2,750,279, or 15%, more than in 1932 


INSURANCE IN FORCE 
$105,677,319 


INCREASE INSURANCE 
IN FORCE 
$346,252 


ASSETS 


$ 5,457,359.99 34.7%, 
4,283,116.62 27.3%, 


Bonds 
City Mortgages 


Farm Mortgages 411,721.94 2.6% 
Real Estate 415,341.00 2.6% 
Preferred Stocks 439,622.00 2.8% 
Common Stocks 40,400.00 0.3% 
Policy Loans 3,660,168.18 23.3% 
Due and deferred 

Premiums 518,398.65 3.3% 
Cash 494,701.52 3.1% 





Total Assets $15,720,829.90 100.0%, 


LIABILITIES 





Legal Reserve $13,421,908.00 
Reserve for Policy 

Dividends, etc. 268,244.73 
Contingency Reserve 91,627.75 
Additional Investment 

Reserve 172,103.25 
Total Liabilities $13,953,883.73 
Capital 

Stock $ 637,530.00 
Surplus 1,129,416.17 


Assets 13% in excess 


of Liabilities 1,766,946.17 





Total $15,720,829.90 


Bonds and stocks carried in assets at 
values established by National Convention 
of Insurance Commissioners. Contingency 
Reserve, $91,627.75 represents difference 
between values carried in assets for stocks 
and non-amortizable bonds and actual 
December 31, 1933, market quotations on 
such stocks and bonds. 





Wilmington--Delaware 
A. A. RYDGREN, President 


G. A. MARTIN, 
Vice-President 


C. L. BENNER, 
Vice-President 





Court Restrains 
St. Louis Company 





(CONTINUED FROM PAGE 3) 


ing a former president. The reorganiza- 
tion of the Grand National Bank had 
recently been approved by the comp- 
troller of currency, plans being made 
for Mr. Mays to step out as president 
with a provision that no director of the 
Continental Life be a director of the 
bank. Plans for reopening the Grand 
National Bank have not been abandoned 
because of Superintendent O’Malley’s 
suit, but fear is expressed that the in- 
junction may upset plans for reorganiza- 
tion. 
Liquidate Trust Company 


As a result of Superintendent O’Mal- 
ley’s action, the Missouri state finance 
department has taken preliminary steps 
for liquidation of the Wellston Trust 
Company. It is.alleged that $186,528 of 
the loans to the Wellston bank are to 
Mr. Mays or members of his family and 
for companies in which he is interested. 

A statement for the benefit of policy- 
holders of the Continental Life has been 
issued by Superintendent O’Malley, as- 
suring them that the company has valu- 
able assets “and when given good man- 
agement will fully function and meet all 
obligations.” He urges the policyhold- 
ers to pay premiums which will be im- 
pounded in a special trust fund. 


May Wait for Law 


Under the present Missouri laws no 
provision is made for operating under 
receivership, but a bill was recently 
passed to become effective in 90 days 
after being signed by Governor Park, 
which provides for operating receiver- 
ships and speedy mutualization of com- 
panies that get into financial trouble. 
Superintendent O’Malley has indicated 
he may wait until this new law becomes 
effective and then mutualize the Conti- 
nental Life, should the courts sustain 
the suits he has filed. 

After Judge Revelle was ousted as 
counsel of the Continental Life, he and 
President Mays issued several. state- 
ments concerning their differences, the 
judge contending that Mr. Mays, his 
family, associates and companies he con- 
trols, owe the two closed banks about 
$960,000. 

Mr. Mays, who came to St. Louis in 
1922 from Leslie, Ark., was made presi- 
dent of the Continental Life in 1927. He 
has vigorously denied that the company 
is in bad financial shape and has issued 
statements to show that its net earnings, 
etc., are favorable. 


Pennsylvania Takes Action 


The Pennsylvania insurance depart- 
ment has revoked the license of the Con- 
tinental Life and 110 of its agents in the 
state. In Oklahoma District Judge Clen- 
dinning at Tulsa named S. M. Ruther- 
ford, as receiver for the Oklahoma as- 
sets of the Continental Life. 

The Continental Life originated in 
Kansas City and was brought to St. 
Louis in 1922. At that time it was con- 
trolled by a syndicate headed by E. P: 
Melson, who at one time had been presi- 
dent of the Missouri State Life. Mr. 
Mays obtained control of the company 
in 1927, 

Continental Life’s Answer 


The Continental Life has filed its an- 
swer to the receivership suit entering a 
general and categorical denial of each 
and every charge. It asks the court 
to dismiss the suit, discharge E. B. 
Toler placed in temporary charge by. 
Circuit Judge Hamilton and to turn 
back control to the company’s officers. 
Circuit Judge Hamilton has continued 
the hearing until Jan. 12. Superintend- 
ent O’Malley is seeking a permanent in- 
junction to restrain the company from 
operating and also an order for dissolu- 
tion. 

The company’s answer denies specfi- 
cally that it is either insolvent or will 











be so grossly dismanaged as to become 


insolvent if the present management 
under President Ed Mays continues. It 
also refutes the contention that it is in 
such a condition as to render his fur- 
ther continuance under present control 
hazardous to policyholders or that the 
policyholders would incur irreparable 
losses if it is permitted to operate. It 
stated that it is financially sound, has 
met and will continue to meet all of its 
obligations as they become due and that 
it has been properly managed. 


Change in Agency Basis Is 
Needed, A. B. Olson Asserts 


(CONTINUED FROM PAGE 3) 


what chance is there of keeping this 
new group of agents from asking what 
is wrong with the business. 

“Some time we will be forced to meet 
this situation squarely,” he said, “and I 
believe it is the duty of the actuarial de- 
partment to give this matter not only 
serious consideration, but it might even 
be necessary to use an altogether differ- 
ent method of calculation in arriving at 
conclusions that will allow for some of 
the changes that I have alluded to. 


More Stable Method 
of Operations Needed 


“A rule might well be built up, new 
standards required; in fact, new sched- 
ules of compensation more in keeping 
with the actual values of the business, 
all of which would tend not only to 
place the producing department in a 
true light, but certainly would set up 
more stable, basic methods of operation 
so that as general business conditions 
fluctuated there would be a lesser ten- 
dency to disrupt the regular procedure, 
all to the advantage of both companies 
and their policyholders.” 

Mr. Olson said general business has 
retrenched on most departments during 
the depression, but has maintained sales 
departments adequate to retain the ac- 
quired standing in the competitive field 
of outlet, and to keep the foundational 
structure of the machinery of distribu- 
tion so that at the first signs of im- 
provement no time will be lost in the 
distribution of products. 


Greater Emphasis on 
Sales Is Recommended 


Herein lies the basic difference be- 
tween general business and life insur- 
ance, Mr. Olson said. It is the main 
problem with which agency departments 
have had to contend during the depres- 
sion period. The added burden on the 
men in the field of giving service in life 
insurance, as distinguished from the 
method in general business where em- 
phasis is purely on sales, has been a 
serious factor. ; 

In life insurance, also, reduction in 
volume of new business, added costs be- 
cause of lesser volume and lower pre- 
mium income because of heavy lapsation 
all are charged to the production depart- 
ment. Mr. Olson asked why this should 
be. He considers that very largely it is 
because the business has not kept pace 
with the times. Mr. Olson believes that 





|the changes that have come about in 


the last quarter century in the method 
of selling life insurance undoubtedly have 
been for the betterment of the business 
generally, yet this added responsibility 
and much greater demands have been 
heaped on the agents with a final net 
lower remuneration. 


Different Bases of 
Operations Impractical 


Mr. Olson expressed conviction’ that 
it is neither possible nor practical to at- 
tempt to retain the same basis of opera- 
tion for one department in the business 
while definitely making changes in the 
general structure, as it has to do with 
working out of the plan as a whole. He 
said there is no necessity to make 
changes in the basic table of mortality 
nor to depart from strict adherence to 
the proved principles of reserve accumu- 
lation. He would, in fact, have set up 





even stricter laws and regulations gov- 
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erning these ideas. Mr. Olson suggested 
consideration of the following proposals: 

“First. Any piece of business, regard- 
less of its nature, that is founded on the 
theory that there is a possible profit if 
the second party maintains his interest 
to the point that he continues to fulfill a 
promise against which the penalty of 
failure has been reduced to practically 
nothing and which must in major part 
be absorbed by the consistent, is funda- 
mentally wrong. Or, in other words, 
spreading acquisition cost over a three 
to ten year period, rather than adding 
more in expense loading with the idea 
of making each piece of business more 
nearly self sustaining appears wrong. 

“There is of course the contention that 
the mutual method of operation through 
the medium of participating policy con- 
tracts does do this very thing, and I 
might agree if it were not for the fact 
that the very idea of dividends has been 
allowed to ‘become a.nightmare and the 
original theory either entirely forgotten 
or wilfully abused even so far that the 
public has made ‘net cost’ the measur- 
ing stick of insurance value. The actu- 
arial department can provide a cure, but 
not in a day or a week, but in a reason- 
able time. 

“Second. So divide the business that 
the field cost of maintenance is absorbed 
out of profit rather than all be charged 
against production and mortgaged into 
the future. Why spend money to secure 
business, then refuse to spend money to 
save or retain it? Set up a definite mini- 
mum fluctuation fund to take care of 
excess costs that we know must come 
about caused by the changing business 
cycle. 


Suggests Setting Up Fund 
to Compensate Agents 


“Out of this fund in some ,manner 
compensate the man in the field that is 
not charged with the service required 
to maintain to the absolute maximum 
the business already on the books re- 
gardless of its date of-issue,.and through 
this medium level out his income, main- 
tain his morale, keep him in the business 
and secure the full benefit of his ac- 
quaintance, his standing, his integrity, 
in at least somewhat the same manner 
as do the better of the commercial in- 
stitutions.” 

Mr. Olson said agency turnover is 2 
subject about which a great deal has 
been said, but about which apparently 
very little has been done. Many agency 
departments either are not interested in 
or not equipped to determine even re- 
motely what the loss is, what agents 
either fail or change ,to other connec- 
tions, Mr. Olson said. It is dishearten- 
ing to bring good men into the business 
who have succeeded above the average 
in other lines and to see them do a good 
job of work in an attempt to sell life 
Insurance, only to find it is practically 
impossible for them to earn at that any- 
where near what they have formerly 
been receiving or what they require for 
living expense. The allure of renewals 
1S an artifice that has been employed 
many times to hold these men in the 
business. He said they keep looking to- 
ward the future profits, which in many 
cases never materialize. 


Fine Reports Are 
Showing Upturn 





(CONTINUED FROM PAGE 3) 


J. O. Andrews Denver agency, B. A. 
Wiederman San Antonio agency, J. R. 
Oxenhandler St. Louis agency, and the 

ew Orleans agency of J. W. Smither. 


PACIFIC MUTUAL’S DECEMBER 


The Pacific Mutual announces that its 
€cember business represents an_in- 
Crease of 63 percent over December, 
1932. December marks the fifth succes- 
Sivé month in which the company has 
Shown an increase in production over 
4 similar period last year. The Pacific 
get operates in 41 states and it finds 
at the increase in production is prac- 





tically uniform in all sections. It intends 
to add several new agencies this year 
in-metropolitan centers. It is confident 
that the rate of increase will continue 
during the months of this year. 


UNITED MUTUAL LIFE 


Harry V. Wade, assistant to the presi- 
dent United Mutual Life of Indianapolis, 
says: 

“Preliminary but fairly complete re- 
port shows our company having 37 per- 
cent gain in paid for business in 1933 
over the record of 1932.” 


GAINS OF SCRANTON LIFE 


The paid business of the Scranton 
Life for December exceeded by a good 
margin the paid business for December, 
1932, according to Vice-President R. 
Merriman. The last quarter of 1933 in 
paid business also exceeded that of the 
similar period in 1932. 


PILOT LIFE GAINS IN FORCE 


Closing December with the largest 
volume of paid-for business secured in 
any single month since early in 1929, 
the Pilot Life of Greensboro, N. C., 
completed its 1933 record with a gain 
of insurance in force, showing included 
production of both ordinary and indus- 
trial. The company experienced a low 
mortality rate of 53 percent, and com- 
pleted the year in a strong, liquid finan- 
cial condition. 

Submitted business for December 
showed a 61 percent gain over Decem- 
ber, 1932, with deliveries this December 
179 percent greater than for the corre- 
sponding month of 1932. The industrial 
division made the largest gain in in- 
surance in force in 1933 of any year 
since it was organized as a Pilot Life 
unit 13 years ago. In all 2,000 more life 
applications were received in 1933 than 
in 1932. 


EQUITABLE LIFE OF IOWA 


The Equitable Life of Iowa reports 
$5,657,971 cash business in December, 
1933, a gain of $1,163,797 over Decem- 
ber, 1932, and the best month’s show- 
ing since March, 1932. It is especially 
impressive that the gain in paid business 
in December followed substantial cash 
gains in both October and November. 

COMMONWEALTH LIFE RESULTS 

The Commonwealth Life of Louis- 
ville shows a net increase in insurance 
of $2,400,000 for 1933. 

OREGON MUTUAL INCREASE 

The Oregon Mutual Life reports a 
109 percent increase in new business in 
‘1933 over 1932. Beginning with May it 
had a gain over each month up to the 
end of the year. 


MUTUAL BENEFIT LIFE 


The Mutual Benefit Life’s paid busi- 
ness for 1933 was $189,091,188, a gain 
of 38 percent over 1932. The company 
states that a substantial part of this 
business was written on the low first 
cost policy form introduced last March. 
Lives totaled 36,256, an increase of 26 
percent. Agencies in 50 cities gained 
over 1932. The previous year’s leader 
in volume W. H. King of Lima, O., won 
again last year, with $2,165,505, an in- 
crease of 48 percent over his 1932 vol- 
ume. H. Cobb of Americus, Ga., 
lead in lives with 260. 


WESTERN & SOUTHERN LIFE 


The Western & Southern Life reports 
assets $131,717,897, increase $3,336,300. 
Policyholders’ reserve amounts to $106,- 
234,384 and combined capital and sur- 
plus $21,950,369. 

Home office investment amounts to 
$800,000; city real estate exclusive of 
home office $6,524,702; farm properties 
$1,241,696; city mortgages $85,921,438; 
farm mortgages $1,343,438; policy loans 
$8,905,713; cash and U. S. bonds $15,- 
822,436; municipal and HOLC bonds 
$7,172,932. 





1934 


America—now emerging from 
the painful yet purging eco- 
nomic punishment of the past 
four years, cleansing fires that 
literally drove business into 
more shrewdly calculating man- 
agement that wrings the last 
penny of profit from every dol- 
lar invested, and a citizenry 
schooled to the wisdom of true 
thrift with the fruits of employ- 
ment—what a land of opportv- . 
nity for courageous men and 
women. _.. 


1934 extends a promise that, 
unlike the prophecies of other 
years, is pledged to sound prog- 
ress and lasting profit because 
the foundations upon which 
workers will build. is of. the 
solidity of rock—not the treach- 
erous sand of an ephemera 


prosperity. 
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What’ sina Name? 


SIMILARITY in names often causes em-: 


barrassment and confusion as to individ- 
uals as well as corporations. Very often 
an insurance company with an excellent 
reputation for probity, progressiveness 
and sound management finds itself mis- 
taken for another company of far less 
dimensions. When the Missouri depart- 
ment asked a restraining order against 
the CoNnTINENTAL Lire of St. Louis im- 
mediately other companies having the 
name “Continental” found that many 
people simply seeing the name concluded 
that it was the company in which they 
carried their insurance. The ContTINEN- 
TAL ASSURANCE of Chicago, COoNTINEN- 
TAL Lire of Washington, D. C., Contt- 
NENTAL AMERICAN and other ‘“Conti- 


nentals”:: had to explain in some in- 
stances that they had no connection with 
the St. Louis company and were not 
involved at all in the receivership pro- 
ceedings. The same embarrassment 
arose when the Nationa Lire, U. S. A., 
of Chicago went into the hands of a 
receiver. The Nationa Lire of Ver- 
mont, the NatIonaL Lire of Des Moines, 
the Natronat Lire of Canada and the 
Nationa Lire & Accwent of Nashville 
found that some people mistook the 
failed company for other “Nationals.” 
It would seem that there is not much 
_to be gained in a company taking a 
‘name: that can be confused with that 
of some other. Such duplications should 
be avoided if possible. 


Cost of Small Policies 


Actuarigs these days are giving con- 
siderable thought to the cost of carrying 
small policies. At this time there are 
many $500 policies being written. 
There are a multitude of $1,000 policies. 
The actual mechanical work of putting 
these policies through the books, mak- 
ing collections and maintaining office 
records is the same as it is for large poli- 
cies. : 

Many actuaries feel that at present 


rates these policies are being carried at 
an:actual loss. However, others declare 
that these must be taken in bulk and 
considering all things, there is really 
no loss. However. the life companies 
are in the same position as the big mail 
order ‘houses because their average sale 
per ‘unit has decreased: materially. A few 
years ago a unit sale may have averaged 
. $12.65. Today that same unit averages 
$2.18, 


Insurance and the Game of Initials 


Wuite the multiplication of alphabetical. 
agencies at Washington is a source of be- — 


wilderment to most citizens, insurance 
people, because of long practice in identi- 
fying organizations with double jointed 
titles by initials, are not mystified. 

‘What complexities, for instance, would 
CCC, even if there iafe two of . them 
(Crvittan CoNsERVATION Corps..and Com- 


MODITY Crepir CorPoRATION) offer to 


insurance people who can rattle off the 
full title and functions of the I. A. I. A. 
B. C. or the A. L. A. O.:in its joint ses- 
sion with the L. I. S. R. B. and to whom 
such titles as E. U. A. S. E. U. A, W. 


N. A. U. A, N. A, ArM. I. C,, 0. Es A, 
BU, bts 2 AY 1 MOA ASA. ©. 
GAA TAA, LL TN. A. TU. 


are merely. ABC’s for the insurance man. 

Copyreaders on daily newspapers have 
been suffering nervous breakdowns in at- 
tempting to identify the various new fed- 
eral agencies: with titles something less 
than the official space grabbing innovations. 
As a matter of fact, these headline writers 
have not shown much ingenuity. They 
haye fallen back on the easy system of 
using initials. Headline writers in the in- 
surance papers have, for the most part, 
avoided such a short cut, except where the 
initials are in common usage. 

When it comes to playing the game of 
initials, insurance can give the professors 
cards and spades and come up every time 
with big casino. For instance, C. A. F. S. 
CP. 3.8. 

N. B. We know all the answers. 








PERSONAL SIDE OF BUSINESS 





The “American Weekly,” Sunday 
supplement of the Hearst newspapers, 
as a promotional stunt, offered annuities 
in the Equitable Life of New York to 
those who submitted the best slogans 
concerning the “American Weekly.” 

The winners have now been selected 
and the second prize of an annuity pay- 
ing $500 a year for life went to Charles 
E. Affeld, Jr., of Chicago, a young man 
24 years of age. His grandfather, who 
is still living, but is now retired, was a 
member of the insurance firm of Wit- 
kowsky & Affeld, who were western 
managers of the Hamburg-Bremen. The 
grandfather and his brother, Otto, are 
the only surviving twins who fought in 
the Union army during the Civil war. 


C. P. Carter, supervisor of farm loans 
Connecticut Mutual, celebrated his for- 
tieth year with the company this week. 
He was chief assistant of the farm loan 
division for a number of years and was 
made supervisor in 1928. 

William Klusmeier, 66, superintendent 
of the Prudential in Cincinnati for 23 
years, died there last week. He was 
born in Vincennes, Ind., where he started 
his insurance career, and was superin- 
tendent there when transferred to Cin- 
cinnati. In the past seven years Mr. 
Klusmeier has undergone four opera- 
tions and a few days before Christmas 
became so ill that he was taken to a 
hospital, where he died. He is. survived 
by his widow and three sons, one of 
whom is superintendent for the West- 
ern & Southern Life in St. Louis. 


B. Frank Bushman, president of the 
Federal Reserve Life of Kansas City, 
last week began giving a full day to 
his office. In fact, on Thursday, he 
spent the second full day at work since 
early in October when he was stricken 
with appendicitis. It developed into a 
very dangerous condition and he was 
confined in a hospital at Kansas City, 
Mo., for many weeks. 

Ted M. Simmons, manager United 
States agencies of the Pan-American 
Life, is afield in January on the first of 
a series of scheduled agency tours for 
1934. He will visit agencies at Pensa- 
cola, Jacksonville, Lakeland and Miami, 
Fla., Waycross and Macon, Ga., Mont- 
gomery and Birmingham, Ala. At Sa- 
vannah and Columbus, Ga., Mr.’ Sim- 
mons will interview prospective man- 
agers with a view to new appointments 
in these districts. 

Robert Ginsburg, who becomes agency 
supervisor of the Ohio State Life at St. 
Louis, started with the agency there in 
August and made a record for produc- 
tion. He is a graduate of law but for 
the last seven years has been associated 


| with the producing side of life insur- 


ance, representing the Metropolitan Life 
and later the Continental Life of St. 
Louis. 

J. C. Peasley, president of the Bank- 
ers Mutual Life of Freeport, Ill. is 
rounding out 25 years with his com- 
pany. During December the agents in- 
augurated a presidential anniversary 
month and much new business was sent 
in in consequence. On the anniversary 
date Mr. Peasley’s office was adorned 
with beautiful flowers sent by his asso- 
ciates and friends. In an informal talk 
to the office force, Mr. Peasley discussed 
events which are outstanding in the af- 
fairs of the company and recalled some 
happy memories in the building of the 
institution. 


E. W. Randall, chairman of the Min- 
nesota Mutual Life, celebrated his 75th 
birthday anniversary Jan. 1. 


In honor of his 25 consecutive years 
of service with the Metropolitan Life, 








W. F. Barron, Asheville, N.C., district 
manager, was presented with a gold 
service medal at a dinner given him by 
the Asheville staff. 

J. A. Smithies, superintendent of agen- 
cies from the home office, made the 
presentation speech. A. P. Mulligan, 
Greensboro, N. C., president North Car- 
olina Insurance Managers Association, 
presented Mr. Barron a fountain pen and 
pencil set on behalf of that association. 
Bradley Von Hoesen, representing Mr. 
Barron’s agents, spoke and L. B. Cooper, 
assistant manager, presented Mr. Barron 
a wrist watch as a token of appreciation 
from his local associates. Mrs. Barron 
was presented a silver dish. 


J. D. Buchanan, actuary of the Lon- 
don Life, has been elected president of 
London (Ont.) chamber of commerce, 
succeeding Lt.-Col. J. I. Carling, who 
becomes honorary president. Col. Carl- 
ing is president of the Ontario Fire & 
Casualty Insurance Agents’ Associa- 
tion. 

A. P. Chipron, 63, agency group 
supervisor of the Alex A. Dewar agency 
in Los Angeles for the Equitable Life 
of New York, died of heart disease fol- 
lowing an illness of about a week and 
a period of poor health extending 
through the past year. Mr. Chipron 
had lived in Los Angeles 46 years, and 
had been with the Equitable Life 
agency for the past 27 years, with the 
exception of a brief period in San Fran- 
cisco prior to 1920, during which he 
represented the Fidelity Mutual Life as 
general agent. Returning to Los An- 
geles in 1920, he was appointed super- 
intendent of the Equitable agency under 
the late G. A. Rathbun, general agent. 
In 1925 he’ was appointed agency group 
supervisor. He was active in associa- 
tion work and served as president of 
the Life Underwriters Association of 
Los Angeles in 1913-14, and was a 
member of the board of directors and 
the executive committee for many 
terms. i 


Miss Mary Sue Wigley of the speak- 
ers bureau of the National Association 
of Life Underwriters will address the 
Milwaukee County Federation of Wo- 
men’s Clubs Jan. 15 on “The Economic 
Problems of the Family.” 


H. H. White, treasurer and senior 
director of the Connecticut Mutual Life, 
died at his home in Hartford. 


Five Omaha men who worked under 


B. E. Dow, former manager there of § 


the Metropolitan Life, were pallbearers 
at the funeral in Milwaukee Friday. Mr. 
Dow went ‘to Omaha as manager for 
the Metropolitan in 1929 and was trans- 
ferred to Milwaukee in 1932. 


D. E. Bradshaw, president of the 
Woodmen of the World, has returned 
from a trip through Mexico and Texas. 
President Bradshaw reports the insut- 
ance business much better throughout 
the south and in Mexico. “There is 4 
new deal in Mexico which has done an 
immense amount of good,” he said. 
“One thing was the building of 8,000 
schoolhouses and contracts let for 4,000 
more for 1934.” The last time Mr. 
Bradshaw visited Mexico was ten years 
ago. 


R. C. Stephenson is celebrating his 
25th anniversary as manager of the Prt 
dential at Madison, Wis., covering 
southern Wisconsin and northern Illi 
nois. In honor of his silver anniversary: 
a special business getting campaign § 
being conducted from Dec. 25 to Jat 
25. He went to Madison from Ost 
kosh, Wis., whert he joined the Prudet 
tial 29 years ago. 

J. F. Rodgers, vice-president and 
agency director of the Gulf States Se 
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curity Life of Dallas; W. C. McCord, 
secretary, and Ernesto Otto, chairman 
of the board of the Latins Americana 
of Mexico City were the chief speakers 
at a get-together banquet in Mexico 
City a few days ago. Insurance busi- 
ness and conditions in the two repub- 
lics were discussed. It is understood 
that a party of Mexican insurance men 
may soon visit this country to get a 
better slant on the operation of the 
life companies here. 

Messrs. Rodgers and McCord were 
members of a party of 35 who were 
visiting Mexico City. 

From office boy to assistant secre- 
tary is the record with which G. A. 





Drieu is now celebrating on the 30th 
anniversary of his affiliation with the 
Connecticut General Life. He was pre- 
sented with a floral offering and a serv- 
ice pin. Mr. Drieu, who is now in 
charge of personnel work, served two 
years as a director of the National Of- 
fice Managers Association, and on sev- 
eral occasions has spoken before the 
Life Office Management Association. 


H. G. Royer, president of the Great 
Northern Life, Chicago, is on an agency 
trip to the southwest, making his first 
stop at Kansas City and going on from 
there to Oklahoma and Texas.. He will 
hold several agency meetings in those 





states. 











NEWS OF THE COMPANIES 





Rules Against Pacific Mutual 





Illinois Supreme Court Holds Retalia- 
tory Premicm Tax Was Prop- 
erly Imposed 





The Illinois supreme court has held 
against the Pacific Mutual Life, which 
contended that the retaliatory premium 
tax had been improperly imposed in that 
state. 

The Illinois premium tax is 2 percent, 
but the California tax is 2.6 percent. The 
Pacific Mutual did not object to being 
charged 2.6 percent on its Illinois pre- 
miums, under the retaliatory provision, 
but it did enter objections because the 
time for payment of taxes in California 
differs from that in Illinois. The Pacific 
Mutual contended if the California time 
for payment were observed, the company 
was entitled to a refund of $676. 


Would Mean Discrimination 


The supreme court held that to put 
the construction contended for by the 
Pacific Mutual upon this statute would 
be to permit the California statute to 
amend or supersede the time fixed for 
the payment by the Illinois act. The ob- 
ject of the Hlinois statute was to place 
the companies organized under the laws 
of other states on the same parity as 
the Illinois companies would be in states 
from which the foreign companies come. 
To permit the Pacific Mutual to pay the 
tax in two instalments merely because 
the California statute permitted such to 
be done would be to discriminate against 
companies organized in Illinois. 





State National’s New Officers 


_C. J. Shea, president of the State Na- 
tional Life of St. Louis; has announced 
the election of R. G. Diepenbrock as 
first vice-president and secretary. W. G. 
Weld has been named second vice-presi- 
dent and Herbert Locke, assistant secre- 
rs Mr. Diepenbrock had been secre- 

Mr. Shea reports that December was 
the best month his company has had 
since June, 1931, while the early Janu- 
ary business has been ahead’ of the same 
Period for December. The company 
Closed 1933 with a nice gain in its busi- 
ness in force compared with 1932. 





St. Louis Wins Trophy 


wae President’s Trophy of the Ohio 
peed Life was presented to the St. 
tis agency, of which E. L. Knetzger 
Ss Manager, at a dinner meeting in St. 
Ouis Saturday, the St. Louis agency 
an ranked first in the campaign re- 
; ntly put on by the field force of the 
ompany in honor of President U. S. 
randt. President Brandt and Agency 
\ce-President Frank L. Barnes at- 
tended the meeting. 

Bs agency was given a distinguished 
hi Plaque, and Supervisor Robert 
Pa urg and Manager Knetzger were 
a: cash awards, having ranked first 
nd third, respectively, among individual 


becomes the permanent possession of 
the agency that wins it twice in suc- 
cession. In 1932 it was won by the 
Law agency of Chicago. 

The Ohio State’s paid-for business in 
December was the largest of any month 
in its history. 





Becomes Pathfinders Life 


The Nebraska A. O. U. W. grand 
lodge has voted unanimously to dissolve 
as a fraternal and to incorporate, under 
the name of the Pathfinders Life, as a 
cooperative, non-profit benefit associa- 
tion. The Nebraska jurisdiction long 
ago severed connection with the national 
organization, and has been writing fra- 
ternal coverage on the legal reserve rate 
basis for a number of years. Its head- 
quarters will remain at Grand Island, 
where it was organized 47 years ago. 
It has 4,000 members, with more than 
$5,000,000 in force. 


Seeks A I. U. Citadel Foreclosure 


M. L. Strauss, trustee for first mort- 
gage bondholders, has filed suit in fed- 
eral court at Columbus, O., to foreclose 
on the A. I. U. Citadel. The suit charges 
that the defendant is in default $208,408 
in interest, principal and taxes in con- 
nection with a bond issue of $3,800,000 
dated May 5, 1926. The action, it is 
announced, does not affect the Amer- 
ican Insurance Union, Inc., which has 
its offices in the Citadel. The American 
Insurance Union fraternal is now in the 
hands of receivers. 


Brill Vice-President 
Emil E. Brill has been elected a vice- 
president of the General American Life. 
He recently joined that company, suc- 
ceeding Henry Reichgott, vice-president 
in charge of the group and salary sav- 
ings department. race? 


Names New Annuity Head 

The Lincoln Liberty Life has ap- 
pointed George J. Adams head of its 
annuity department, which has had an 
unusual growth during the last year. 
Mr. Adams, a former outstate banker, 
has ‘been in the investment business in 
Lincoln for 15 years. 


General American Record 


Since Sept. 8, the date on which the 
General American Life assumed the 
business of the Missouri State, and up 
to Dec. 31, the new company had paid 
out $3,509,734, the benefits being re- 
ceived by 4,181 people, according to As- 
sistant Secretary P. J. O’Connor. 

J. B. Strauch, L. R. Carter and H. 
H. Langenberg, prominent St. Louis 
business men, have been elected direc- 
tors of the General American. 


To Absorb Superier Mutual 


The Globe Life of Chicago is to take 
over the Superior Mutual Benefit of Sa- 
lem, Ill., if the contract is finally ap- 
proved. The Superior is a small organi- 
zation having insurance in force $3,835,- 
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Comes a New Year and “all the world is 

born again.” May its rebirth be attended 

by happy omens and its growth record a succession of more 
fortunate days for those of the life insurance profession. 

Than life underwriters, surely few men have displayed 

more resolute courage in facing the difficulties of recent 

chaotic years. That their patience and fortitude may be 

richly rewarded in 1934 is the sincere hope of 
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As SEEN FROM CHICAGO 


SEEK OTHER PASTURES 


Some life men are finding it difficult 
to earn proper compensation because 
many people have not the money to 
buy insurance or if they have it is dif- 
ficult to find out the ones that do pos- 
sess sufficient means. This has caused 
a number of agents that heretofore have 
specialized on life insurance to attempt 





to bridge over by writing casualty and 
fire insurance. Some of the general 
agents feel that in this way the agents 
are making a mistake. In the first place, 
they are not specialists in these other 
lines and cannot give the advice that 
they should. Furthermore many of them 
are not able to pay their balances on 
this outside business when the time 
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The primary duty of the management of this 
company is to assure the membership con- 
tinued enjoyment of the fundamental mutuality 
upon which the company was founded and 
under which it has functioned during tho more 
than eighty-eight years of its existence .. . 
The Mutual Benefit Life me wan Company, 


Home Office e 300 Broadway e Newark, N. J. 
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comes around and they are greatly em- 
barrassed when pressure is put on. This 
may cause further complications if the 
assured finds that the agent has not 
turned over the premium to a company 
or agency that wrote the policy. Then 
there is always danger of prejudice aris- 
ing in case of loss adjustments. Gen- 
eral agents say that incidents of this 
kind may discredit a life man with his 
policyholders. Regardless of the condi- 
tions, many general agents feel that the 
life men should stick strictly to their 
own calling and not. jeopardize their 
relationships by writing other kinds of 
insurance. 


x * 
NEW TWISTING WRINKLE SEEN 


A new wrinkle in twisting has ap- 
peared in Chicago. A salesman will go 
to a man who has insurance in one or 
more companies and ask him if his age 
is properly registered on his policy. He 
means by this that there should be an 
affidavit attached to the policy that the 
company acknowledges that the age 
stated is correct. Then the twister says 
to the man unless he has this done there 
is likely to be a contest if there is any 
error up and down the line. He then 
tells the policyholder that in order to 
play safe he should cash in his insur- 
ance and take out new insurance with 
the age registered, which the twister 
promises to get done. 

ee 
DEATH OF W. T. PURSELL 

W. T. Pursell, veteran life man of 
Chicago, who was identified as a pro- 
ducer with the Illinois Life for many 
years, died last week. He is survived 
by Mrs. Pursell and three children. 
Services were held Saturday at the Cen- 
tral Masonic Temple. Before going 
with the Illinois Life Mr. Pursell was 
an agent of the Mutual Life of New 
York. He was a picturesque figure and 
at one time was an ernagemnt. 


SIX QUALIFY AS MILLIONAIRES 

Six men in the central department of 
the Equitable Life of New York in Chi- 
cago qualified for the “millionaire” class 
last year, whereas in 1932 only two of 
them made the million. The six men 
who paid for $1,000,000 or over in 1933 
are John Morrell, Lustgarten agency, 
$1,879,617; Joseph Simansky, Hobbs 
agency, $1,226,650; Harry Steiner, Lust- 
garten agency, $1,171,750; Harry T. 
Wright, associate manager Berls agency, 








$1,067,103; L. H. Behr, Lustgarten 
agency, $1,002,706, and Isaac J. Dahle, 
Nolan agency, $1,381,625. Mr. Behr has 
sold life insurance only four years, start- 
ing off with $600,000 in the first year 
and qualified as a millionaire for the first 
time in 1933. Mr. Dahle sold upwards 


of $30,000,000 group insurance for which ® 


he was given over $1,000,000 credit in his 
1933 figure. Messrs. Morrell and Wright 
regularly have paid for more than a 
million a year for many years. The lat- 
ter has an unbroken record of $1,000,000 
or more paid each year for the last 10 
years. There are few that can eclipse 
that record. 
*: +> 

WEISMANN & ANDREWS OFFICE 

W. A. Weismann and N. S. Andrews, 
formerly assistant agency managers of 
the Equitable Life of New York, have 
opened a new office as Weismann & 
Andrews, 166 West Jackson boulevard, 
Chicago. They will continue to represent 
the Equitable and will write all lines of 
insurance. 

* * OX 
SWANSON AGENCY’S RECORD 

The Chicago general agency of H. G. 
Swanson of the New England Mutual, 
which was organized from scratch only 
two years ago, well exceeded its quota 
last year. Paid new business was 
$4,087,000, a gain of RL OOOO. 


PLAN FOR PRESIDENT’S BALL 


An organization meeting was held 
Thursday to prepare plans for a Presi- 
dent’s ball to be held in Chicago Jan. 30 
as a part of the national movement to 
raise funds for the Georgia Warm 
Springs Foundation for treatment of in- 
fantile paralysis, the enterprise in which 
President Roosevelt is taking so active 
a part. Jan. 30 is the President’s birth- 
day. George D. Webb of Conkling, 
Price & Webb, Chicago, is temporary 
chairman of the insurance committee, 
and E. M. Ackerman, executive secre- 
tary Illinois Insurance Federation, is 
temporary secretary. Upwards of 50 
Chicago insurance leaders in all branches 
of the business attended the meeting 
this week. Carter Harrison is chair 
man of the general committee. 


The Detroit offices of the Aetna Life 
companies are being removed to the 10th 
floor of Union Guardian building. H. K 
Schoch is head of the life department 
and John F. Horton is casualty mana- 
ger. 








LIFE AGENCY CHANGES 


wh 





Newton Is Richmond Manager 





Union Central Life Establishes Its 
Agency There on a Basis of 


Independent Direction 





The establishment of the Richmond, 
Va., territory on a basis of independent 
direction and the appointment of J. K. 
M. Newton of that city as new manager 
for the Union Central Life is announced. 

Born in Newport News, Mr. Newton 
was reared there and in Fauquier county, 
Va., later attending Virginia Polytechni- 
Institute and the University of Virginia. 
He returned ‘to Newport News, where 
he entered a bank. 

In 1922 he went to China as a mem- 
ber of the sales department of the Brit- 
ish-American Tobacco Company, with 
headquarters at Mukden, Manchuria. He 
returned to Virginia after four years and 
in 1927 established his own automobile 
agency at Fredericksburg. 

Nearly five years ago Mr. Newton be- 
came interested in life insurance selling. 
Shortly afterward he joined a large east- 
ern company as personal producer. After 
several months of this experience he 
was called to the home office where he 
completed an intensive sales training 
course and was appointed a supervisor. 
For more than three years he has been 
engaged in that capacity, obtaining and 
training new agents and establishing 
them in personal production. 











Shipley, Carlson Go to Coas! 


Northwestern Mutual Life Names Nev 
General Agents for San Francisco 


and Oakland 

























R. J. Shipley, for more than 14 yeats 
with the Northwestern Mutual Life in St 
Louis, will become general agent in Sal 
Francisco March 1 to succeed E. | 
Thomas, general agent there for % 
years, recently resigned. He was bot 
in St. Louis 36 years ago and joined tht 
Northwestern Mutual there June % 
1919. Consistently a leading product 
Mr. Shipley is in the $500,000 annuél 
production class. 


Carlson in Oakland 


J. A. Carlson, for six years genefd 
agent of the Northwestern Mutual @ 
Flint, Mich., has been appointed g& 
eral agent at Oakland, Cal., effecti 
March 1. He will succeed W. A. Hewitt 
general agent there for about 10 yea 
who retired to devote his time to pt 
sonal production. 

Mr. Carlson signed his first contrat 
with the company on Nov. 1, 1911, W 
the Mills general agency at Salt Lal 
City, and had his headquarters at Of 
den. He wrote as high as 80 lives # 
$200,000 annually in |that territory. ™ 
was with the E. A. Crooks agency, 
Idaho, 1919-1926, where his producti 
was from $250,000 to $300,000 annuall’ 
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Later he went to Portland, Ore., where 
he continued his production record un- 
der the Albey agency. He went to Flint 
in July, 1927. 





W. R. Rathbone 


Manager B. A. Wiedermann of the 
Union Central San Antonio agency has 
announced the appointment of W. R. 
Rathbone as manager of the Austin, 
Tex., branch He began his insurance 
work with the Union Central New Or- 
leans agency in 1929 and moved to San 
Antonio early last year. Headquarters 
of the new branch office will be in the 
Scarbrough building. 





L. A. Tobie 


L. A. Tobie, assistant manager of the 
life, accident and group departments in 
the Travelers’ Hartford branch office, 
has been promoted to manager of the 
Travelers’ branch at Rochester, N. Y. 
Mr. Tobie, who has been in the Hart- 
ford office since 1926, is vice-president 
of the Hartford Life Underwriters’ As- 
sociation. He is a former Connecticut 
bank examiner. 





Ross Davis 


The New York Life has appointed 
Ross Davis agency director of the West 
Virginia branch office at Wheeling, to 
succeed the late F. E. Armbruster. He 
had been for seven years agency or- 
ganizer of the Pittsburgh branch. He 
started with the company in 1915 at 
Little Rock, Ark. 





J. L. Storey 


The General American Life has been 
admitted to Virginia with principal of- 
fice at Norfolk in charge of J. Leonard 
Storey. 





T. D. Carnahan 


T. D. Carnahan, former president of 
the Webster Life of Des Moines, has 
been named assistant supervisor of the 
Des Moines agency of the Mutual Life 
of New York. Before his service with 
the Webster Life, he was general agent 
of the Minnesota Mutual. 





Gladwin Bouton, Julius Ora 


_H. C, Lawrence of Newark, northern 
New Jersey general agent of the Lin- 
coln National Life, has appointed Glad- 
win Bouton assistant general agent for 
Bergen county, with headquarters in 
Tenafly. He has had insurance ex- 
perience with brokerage offices in New 
York City and has also been with the 
Trust Company of Tenafly. Julius Ora 





has been appointed district agent in 
Franklin, N. J. He has been in the 
insurance business there for a num- 
ber of years. 


Floyd Wilson 


Floyd Wilson, who was acting man- 
ager of the Everts Wrenn agency of the 
State Mutual Life in Chicago follow- 
ing the death of Mr. Wrenn until the 
appointment of Joe T. Caperton as 
manager, has gone to Springfield, Mass., 
to become general agent of the State 
Mutual. Mr. Wilson acted as assistant 
to Mr. Wrenn and is a very capable 
man. 








Joe Tom Eubanks 


The American Life of Detroit has 
withdrawn from Arkansas and State 
Manager Joe Tom Eubanks has joined 
the Aetna Life under the G. H. Camp- 
bell general agency at Little Rock as a 
personal producer. 


A. M. Hundley 


A. M. Hundley, formerly _ special 
agent, has been appointed general agent 
of the Life Insurance Company of Vir- 
ginia in Roanoke, Va., succeeding the 
late John Antrim. 


W. W. Ferrier 


W. W. Ferrier of St. Louis has been 
appointed general agent for Iowa of the 
General American Life, with office at 
508 Insurance Exchange building, Des 
Moines. He formerly was with H. H 
Knight Co., St. Louis investment bank- 
ers. 











Douglas S. Perry 


Douglas S. Perry, assistant district 
group supervisor of the Travelers in 
Chicago, has been promoted to group 
supervisor with headquarters in Boston. 
He will direct group department work 
in Boston, Portland, Manchester, Wor- 
cester and Providence. He has been 
with the Travelers eight years, three 
years as assistant manager of the life 
department in New Haven, Conn., and 
five years in Chicago. 





Pan-American Life Appointments 


The appointment of five district man- 
agers is announced by the Pan-American 
Life. They are: E. E. Goad, Lexington, 
Ky., C. W. Tatum, Jackson, Miss., W. 
C. Thompson, Springfield, Mo., E. C. 
Alford, Barto, Miss., and H. S. Reeder, 
Commerce, Tex. S. J. Lord and L. H. 
Stalcup have been named district agents 
in Corpus Christi, Tex., associated with 





Take Important Coast Posts 
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R. J. SHIPLEY 
















J. A. CARLSON 


‘ gene Northwestern Mutual Life has appointed R. J. Shipley of St. Louis gen- 
tal agent in San Francisco and J. A. Carlson of Flint, Mich., in Oakland, Cal. 








Group Retirement Annuities 
Are Worth Your Attention 


Contractual retirement plans operated by 
life insurance companies have established them- 
selves as the sound, equitable, convenient and 
only really practical way of taking care of 
superannuated members of business organiza- 
tions. 


Every day interest in the subject grows. 
The field to be covered is very broad. Ask our 
local office for booklet. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 
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Consecutive Weekly Production 


Practical? Two-thirds of The Guardian’s 
C. W. P. members of a year ago have added an- 
other year of C. W.P. to their records and for every 
Guardian producer who relinquished C. W. P. mem- 
bership during the year, four new members were 
added to the roll. Two leaders are nearing 12 years 
of membership; seven others are in their sixth to 
ninth year of C. W. P. 






Profitable? Last month the average produc- 
tion for the entire C. W. P. group was eleven lives 
per man. 


. Guardian policy contracts and productive 
selling plans help make C. W. P. both practical 
and profitable for Guardian Fieldmen. 
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the San Antonio branch under the man- 
agement of E. W. Wade. 





E. W. France 


E. W. France, who has been general 
agent of the Abraham Lincoln Life in 
Chicago, has resigned to join the Chi- 
cago general agency of the Northwest- 
ern Mutual Life. 





Trinkaus & Trinkaus 


Trinkaus & Trinkaus of Stamford, 
Conn., have been appointed district 
agents by the Continental Assurance of 
Chicago. This isa multiple line agency 
which formerly represented the Travel- 
ers in that city. | 





Guy Goldstandt, W. A. Roblyn 


Guy Goldstandt has resigned as assis- 
tant manager of the Homer Jamison 
agency of the Equitable Life of New 
York in Oklahoma’ City and will leave 
about Feb. 1 for. New. York City, where 
he will be associated’ with his brother, 
Fred S. Goldstandt, general agent. Mr. 
Goldstandt has been with the Equitable 
in Oklahoma City for 19 years and has 
been active in association work. He 
will be succeeded in the Jamison agency 
by W. A. Roblyn, unit manager. 





Charlton Insurance Agency 

The Charlton’ Insurance Agency, 
Lawrence, Kan., is opening a new life 
department and has_ been appointed 
Kansas general agent for the Connecti- 
cut General Life, writing both life and 
accident. E. Lupton will be in 
charge of the life department. The 
Charlton agency was founded in 1861. 





Ross M. Halgren - 


Ross M. Halgren, who has been state 
supervisor of the Peoria Life in Indian- 
apolis, has been appointed general agent 
of the State Mutual Life there and is 
taking-~several Peoria Life producers 
with him. to.the new connection. 





John A. Diamond 


John A. Diamond has been named 
general agent of the Central Life of 
Iowa for the South Platte section of 
Nebraska. 





Ford T. Shepherd 


Ford T. Shepherd has been appointed 
manager of the Penn Mutual Life at 
Wheeling, W. Va. He succeeds D. W. 
Baird, who has been| transferred to 
Pittsburgh. Mr. Shepherd has_ been 
with the .Wheeling office since Febru- 
ary,, 1932. His territory extends to 
Barnesville, O., Washington, Pa., and 
New Martinsville, W. Va. 

Mr. Baird will be in charge of the 
recruiting and. training department of 
the Holgar J. Johnson agency in Pitts- 
burgh. 





Neil Nettleship 

The California-Western States Life 
has appointed Neil Nettleship manager 
of the newly created San Diego, Cal., 
agency, in charge of Imperial and San 
Diego counties. Mr. Nettleship has 
been agency organizer at San Diego 
since October, 1931. 





R. R. Barnhardt 


R. R. Barnhardt, formerly agency 
manager of the Metropolitan Life in 
Portland, Ore., has been appointed man- 
ager of the newly-formed monthly pre- 
mium department of the Union States 
Life of Portland. 





B.C. Butler 


B. C. Butler has been named agency 
supervisor for the western division of 
the Ohio National Life, with headquar- 
ters in the Farm Credit - building, 
Omaha. 

He was for several years with the 
Lincoln: Liberty Life as agency super- 





visor. His territory includes all of Iowa 
and Nebraska and a portion of South 
Dakota and Kansas. 





Life Agency Notes 





L. B. Lampton, general agent at Jack- 
son, Miss., of the Missouri State Life for 
16 years, has joined the Prudential there. 

E. S. Boyer, Hershey, Pa., has been 
appointed a general agent of the Ohio 
State Life. 

M. S. Lyttle has resigned as general 
agent at Los Angeles for the Provident 
Life & Accident’s life department. He 
will devote his entire time to personal 
production. 

L. B. Winterberg of Cedar Rapids has 
become northeast Iowa district mana- 
ger of the Equitable Life of New York, 
with headquarters in Dubuque. 

D. M. Rowe, Bloomfield, Ia., has been 
promoted to district manager for the 
Equitable Life of New York in 16 south- 
western Iowa counties, with headquar- 
ters in Council Bluffs. 

B. J. Harrington of the Metropolitan 
has been made manager of the Arapahoe 
district in Denyer.. He. was transferred 





from Seattle, where he was agency su- 
pervisor for Washington, Oregon, Idaho 
and Montana. He has been with the 
Metropolitan 23 years, having served as 
assistant manager at San Francisco, and 
in charge of conservation for nine west- 
ern states. L. V. Clark, former manager 
of the Arapahoe district, is now in 
charge of the Bellingham, Wash., office. 

The George F. Robjent agency of the 
State Mutual Life in Boston is opening 
@& woman’s department under Mrs. 
Violet P. Ehlbeck. She joined the State 
Mutual in Ohio in 1923 and the Boston 
agency in 1926. 

J. G Marx, district agent for North- 
western Mutual Life at Eau Claire, Wis., 
since 1921, has resigned to become dis- 
trict manager for the Mutual Life of 
New York at La Crosse, Wis., succeed- 
ing W. F. Crowley. Mr. Marx was for- 
merly Oshkosh, Wis., general agent for 
the Great Northern Life. 

The American Life Agency Corpora- 
tion, 614 Union Title building, Indian- 
apolis, has been incorporated by J. W. 
Perryman, H. J. Lander and A. T. Hor- 
ton, Jr., to conduct a general life agency. 

The Dyer-Jenison-Barry Company and 
Lansing Insurance Agency, Lansing, 
Mich.,,now have a complete life depart- 
ment for the Aetna Life, in charge of 
agents, C. W. Powers, H. J. Henry and 
E. J. Shassberger. 








LIFE COMPANY 


CONVENTIONS 





Great American Agents Meet 


Dedicate New Home Office Building in 
Three-Day Gathering at 
San Antonio 








The annual three-day convention of 
the Great American Life in San Antonio 
was featured by the formal opening of 


‘its ‘new ten-story home office building. 


More than 250 executives and repre- 
sentatives from the seven states in 
which the company is licensed were 
present. ' 

At the luncheon meeting on the first 
day W. L. Dugger, vice-president and 
agency manager of the Great American, 
presided. Paul Steffler, acting mayor 
of San Antonio, welcomed the visitors 
and the following spoke: Porter 
Whaley, manager of the San Antonio 
chamber of commerce; W. H. Childers, 
San Antonio manager of the Great 
Southern Life, and E. J. Montague, 
Texas manager United Benefit Life of 
Omaha. In the afternoon the delegates 
were entertained at the home of Vice- 
President and Mrs. Dugger. .In the 
evening a dinner dance was held. 


Contest Prizes Awarded 


Sales contest prizes weré awarded on 
the second day, M. D. Dugger, Hous- 
ton, winning first place. K. L. Riggs, 
Lubbock, was second, E. C. Tibbets, 
Denver, Colo., third, and Lloyd Rowe, 
San Angelo, fourth. First prize for pre- 


mium income was won by: E. M. Spray- 
berry, Anson, H. L. Bridgman, vice- 
president of the Great American, 


awarded the prizes. At the luncheon 
Judge Renne Allred, Henderson, was 
toastmaster, -and the speakers included 
R. L. Bobbitt, Laredo; Walter Tynan, 
Bexar county district attorney, Franz 
Groos, president Groos National Bank, 
San Antonio; J. W. Hoopes, vice-presi- 
dent Mercantile National Bank, Dallas; 
Judge Henry Owsley, Texas blue sky 
and securities commissioner, and Dr. 
G. A. Perkins, Dickinson, N. D.  Presi- 
dent and Mrs. Charles E. Becker held 
a reception at their home in the evening. 


Vice-President Bridgman Presides 


On the last day Vice-President Bridg- 
man. presided and the speakers included 
Judge W. W. McCrory and H. H. Hart, 
vice-president National Bank of Com- 
merce, San Antonio. 

At the banquet concluding the con- 
vention J. J. Strickland, chairman of the 
board of the Great American Life, was 
toastmaster. Attorney General J. V. 


Allred of Texas spoke and other talks 
were given by Justice T. B. Greenwood, 
Texas supreme court; G. E. Bradford, 





president Texas Bank & Trust Co., 
Sweetwater; Sylvan Lang, general coun- 
sel Great American Life; J. K. Beretta, 
president National Bank of Commerce, 
San Antonio; H. Ochs, president 
San Antonio chamber of commerce, and 

: Owens, president Republic Na- 
tional Bank, Dallas. 

In a statement President Becker told 
of the company’s strong position and 
said that nearly 70 percent of its invest- 
ments were in government and munici- 
pal bonds. The ratio of its. assets to 
policy reserve liability is about 300 per- 
cent. 





Provident Life of Bismarck 
Holding Agency Meetings 





General agents of the Provident Life 
of Bismarck, N. D., were at the home 
office last week, coming from North and 
South Dakota. General Manager F. L. 
Conklin was in charge. Joseph Dickman 
of Fargo, newly appointed manager of 
agencies, was also prominent in the 
meeting. Dr. J. C. Rockwell of Cincin- 
nati was the chief speaker. 

A, similar meeting for Montana agents 
was held at Billings. Dr. Rockwell, Mr. 
‘Conklin and Mr. Dickman went to Min- 
neapolis and held an agency meeting for 
Minnesota agents there. 


Lincoln Liberty Sales Meeting 


Thirty agents of the Lincoln Liberty 
Life attended a sales meeting at Lincoln 
Jan. 8, in charge of Secretary Albin. 
Company plans and program for 1934 
were discussed. Mr. Albin said the com- 


pany sold more insurance in 1933 than 


in 1932, and that every indication points 
to a still further increase in 1934. 





Better Results with Fewer Men 


KANSAS CITY, "MO: Jan..-t1=- 
Aside from specific selling methods, the 
keynotes of the annual convention of the 
Missouri branch of the Business Men’s 
Assurance held here under Manager R. 
J. Costigan, were optimism, higher vol- 
untary quotas, and a stronger determina- 
tion to make of 1934 a banner year. 

Commenting on the “Outlook for 
1934,” President W. T. Grant said the 
company has considerably improved its 
position since a year ago. The present 
sales force is considerably better than it 
‘was a year ago because of the weeding 
out of the unfit. New business was ap- 
proximately 10 percent more in Decem- 
ber, as compared with a year ago, with 
about 65 percent as many men. Sales- 
men today have a better attitude and a 
better understanding of the real objec- 





tives of the business, said Mr. Grant. 
Mr. Grant stressed organized sales talks, 
planning the day’s work to conserve 
time—“spend more time planning and 
less time talking.” 


Berkshire Life Conference 


The general agents of the Berkshire 
Life are gathered this week at the home 
office in Pittsfield, Mass., for a con- 
ference with officials on 1934 plans. 


Great-West Men at Fargo 


Twenty agents attended a two-day 
meeting in Fargo, N. D., of the Great- 
West Life, of which Hatcher Brothers 
are state agents. J. C. Cummings, 
supervisor of field service from the head 
office in Winnipeg, and 
manager of the Winnipeg office, were 
present. 








Phoenix Mutual Meeting 


One of a series of meetings of man- 
agers and general agents of the Phoenix 
Mutual will be held in the Westchester 
Country club, Westchester county, N. 
Y., Jan. 17. This will be a regional 
meeting of the eastern division and some 
of the larger agencies of the country. A 
meeting later will be held in Chicago for 
other agencies. 


About 50 sales representatives of the 
Equitable Reserve Association from 
Wisconsin,- Minnesota, Michigan and I]li- 
nois met for their annual sales confer- 
ence in the home office at Neenah, Wis. 





— 

















ASSOCIATIONS 





Supervisors Group Meeting 





Philadelphia Decides to Stage a Special 
Day When Every Salesman Must 
Produce an Application 





At the January meeting of the super- 
visors’ group of the Philadelphia Asso- 
ciation of Life Underwriters, Stokes 
Carrigan, Jr., of the Paul Loder agency 
of the Provident. Mutual Life spoke on 
“Getting the New Man into Produc- 
tion.” He treated the subject in a very 
detailed style, mentioning particularly 
the fact that the idea in the agency is 
to get a man into production at the 
earliest possible time compatible with 
his preparation. One hundred letters 
are sent out for the new men, each one 
of which is followed up and personally 
reported to the supervisor. The agency 
believes in an organized sales talk as 
one of the valuable instruments of get- 
ting a new agent started. Millard Orr 
of the Massachusetts Mutual made a 
plea for “Application Day,” which the 
Philadelphia association is staging Jan. 
19. It is expected that every salesman 
will secure one application at least on 
that day. Preliminary to this day, there 
will be the regular meeting of the asso- 
ciation on Jan. 18. 

* * 

Oklahoma—Cooperating with the Na- 
tional association movement to obtain 
new members, the Oklahoma association 
has adopted a new plan of organization 
on the same lines used by the Commun- 
ity Fund. A goal is set of 50 percent 
more members than last year. 

* * * 

Detroit—The annual sales congress 
will be held April 13 with F. Jean Little, 
Massachusetts Mutual Life, who is vice- 
president of the organization, as general 
chairman. 

* * * 

North Dakota—Peter Balkema, agency 
instructor Northwestern National Life, 
spoke to the North Dakota association 
at Fargo on “Handling Objections.” 

* *K * 

Boston—The annual New England 
sales congress of the Boston association 
will be held in Boston March 21. 

* *K * 


Omaha—-At the annual meeting D. & 
Noble, New England Mutual, was chose? 
president; A. W. Wilson, Bankers Life 
of Iowa, vice-president; Edwin Gould, 
Northwestern Mutual, secretary; R. * 
Wiley, New York Life, treasurer; T- 


H. A. H. Baker, § 
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Kelly, Travelers, national committee- 
man. All are field men. Heretofore 
most of the officers have been general 
agents or managers. 

* * * 


San Francisco—The annual leading 
producers’ dinner of the San Francisco 
association, which each year draws an 
attendance of from 500 to 600 under- 
writers and at which leading producers 
for the previous year are guests of 
honor, is to be held on Feb. 1. J. M. 
Hamill, Equitable Life of New York, is 
chairman. Roger B. Hull, managing di- 
rector National association, will be the 
principal speaker. 

* * * 

Los Angeles—R. B. Hull, managing di- 
rector National association, is expected 
to arrive in Los Angeles Jan. 24 on a 
visit to associations on the Pacific Coast. 
Mr. Hull will give a talk at a meeting 
on industrial recovery and life insur- 
ance, 

* * * 

Tacoma—W. B. Hamilton, manager 
Sun Life of Canada, has been elected 
president. First vice-president is C. G. 
Raymond, National Life of Vermont; 
second vice-president, H. W. Andrews, 
Provident Mutual Life; third vice-presi- 
dent, E. M. McCroskey, Northwestern 
Mutual Life; secretary, Estella Wheal- 
don, Pacific Mutual. M. BE. Reishus, im- 
mediate past president, was elected na- 
tional committeeman. 

Roger B. Hull, managing director Na- 
tional association, will address the meet- 
ing the evening of Feb. 6. 

* * * 


Dallas, Tex.—At the annual meeting 
these officers were elected: President, 
A. W. Hogue, state manager Business 
Men’s Assurance; vice-president, Tom 
Berryman, Travelers, and L. C. Bradley, 
Fidelity Union Life; secretary, Miss 
Hazel Roberts, Pacific Mutual Life. 

* * * 

Asheville, N. C.—L. B. Ordway, Re- 
liance Life, was elected president at the 
annual meeting. Other officers are: W. F. 
Barron, Metropolitan manager, first vice- 
president; F. F. Dodd, Phoenix Mutual 
Life, second vice-president; and J. M. 
Ehle, advertising manager Imperial Life, 








Texas Sales Congress to 
Be Held in Three Cities 


The Texas Association of Life 
Underwriters will hold its annual 
sales congress starting Jan. 24 in 
Houston, continuing the next day 
in San Antonio, then moving to 
Dallas where it will close Jan. 26. 
The local association in each city 
will play host to the congress for 
one day. 

L. O. Schriver, vice-president of 
the National association and Pe- 
oria, IIL, general agent Aetna Life, 
will give the evening addresses on 
“What Is Your Bank Balance?” 
to which the public will be invited. 
C. Vivian Anderson, president Na- 
tional association, and Dr. Allan 
Stockdale, Washington, D. C., will 
address the congress during the 
days. 


a total of $328,062 of business in his 
honor in December. This is in excess 
of the production of any three months 
of 1933. 


Agency Dinner at Hartford 


HARTFORD, Jan. 11.—At the annual 
dinner and business session here of the 
Thompson & Taintor general agency of 
the Connecticut Mutual Life 19 agents 
from throughout Connecticut attended. 
J. H. Thompson, general agent, reviewed 
the firm’s record for 1933, when nearly 
$2,500,000 in new business was written, 
a decrease of only 4 percent from 1932. 
R. M. Lowry of Hartford led the agency 














in new business. N. C. Taintor, who 
secured the most first-year premiumis, 
was a close second, while E. T. Klenske, 
New Britain, received favorable men- 
tion as leader of the new men in the 
agency. 


Commissions on Small Policies 

The Phoenix Mutual Life has in- 
creased its commissions to agents on 
policies ranging from $2,000 to $5,000, 
giving the men 5 percent more. In this 
day of smaller policies, companies are 
finding it necessary to attempt to im- 
prove the. situation with regard to their 
salesmen: 

















secretary-treasurer. W. E. Chambers, 
retiring president, and manager of the 
Occidental Life, was named to the na- 
tional executive committee. K. W. Par- 
tin, Reliance Life, is chairman of the 
executive committee. 
* * x 

London, Ont.—An educational congress 
is being held this week, Managing Di- 
rector E. E. Reid of the London Life 
extending the welcome. Jay L. Lee, gen- 
eral agent Phoenix Mutual, Buffalo, had 
as his subject, “Package Prospecting 
and Selling.” Vice-President G. Fay 
Davies, Northern Life of Canada, spoke 
on “Time Control.” Insurance Superin- 
tendent R. Leighton Foster of Ontario 
was the luncheon speaker. Mr. Lee 
spoke twice in the afternoon, on “Ob- 
jections” and “Selling Investment and 
Annuity Contracts.” A. G. Nairn, field 
supervisor Canada Life Underwriters As- 
sociation, told about the association 





movement, 








GENERAL AGENCY NEWS 





Two Agencies End Contest 


Cincinnati’s New England Mutual 
Agents Gain a Victory Over the 
Indianapolis Cohorts 








The Indianapolis and Cincinnati gen- 
eral agencies of the New England Mu- 
tual Life had a contest in 1933 as to 
which agency could write the most busi- 
ness, the prize being a dinner for the 
two groups to be paid by the losing 
agency. Cincinnati won and the victory 
dinner was held last Friday night in 
Cincinnati attended by 23 of the Indiana 
men and 30 from the Cincinnati agency. 
On Friday and Saturday meetings were 
conducted by “Pep” Dawson, produc- 
tion manager of the William H. Beers 
agency in New York, who spoke on 
“Prospects” and the “Sales Track.” 
Glover S. Hastings, superintendent of 
agencies from the home office, was 
Present and talked on the New England 
“Book of Facts.” 

President George W. Smith addressed 
the meeting by long distance telephone 
at its opening. This is the first time 
that Mr. Smith has conducted a tele- 
Phone broadcast and this plan will be 
continued with other agencies through- 
out the year. 





Jefferson Standard Agents’ 
Fine Conservation Records 





The Jefferson Standard’s highest 
honor club, the Julian Price Club, closed 
the year with 60 members. Membership 
1s based on paid-for production and a 
high renewal percentage. Homa Houchin, 
Manager of the Huntington, W. Va., 
agency, had the highest renewal record 
On the largest volume of business ex- 





Posed and was accordingly named presi- 


dent. J. O. Walker, Charlotte, N. C., 
and T. S. Golden, Asheville, N. C., 
agency, also had 100 percent renewal 
records on a smaller volume of business 
exposed. 

Five representatives have completed 
ten years of consecutive membership in 
this honor club. They are W. H. An- 
drews, Jr., manager Greensboro agency; 
J. W. Umstead, Jr., and W. H. White, 
Greensboro agency; Albert L. Smith, 
general agent Birmingham; O. P. Schna- 
bel, manager San Antonio agency. These 
five men will be awarded lifetime certifi- 
cates of membership. 

Business less than two years old was 
renewed at a rate 8 percent higher than 
the rate on the same class of business 
for 1932. A general improvement in the 
renewal of all business is noted the last 
six months. Karl Ljung, Jr., assistant 
secretary, is in charge of the conserva- 
tion activities for the Jefferson Standard. 





Harold Rose Agency Supervisor 

Harold Rose, for several years man- 
ager of sales education department, 
West Coast Life, has been transferred 
to the central department in San Fran- 
cisco as agency supervisor. He will 
cooperate with existing agencies and 
will also develop a new agency under 
his own direct management. The work 
of the educational department will be 
taken over by F. G. East, who continues 
also as head of sales promotion and 
publicity department, the joint depart- 
ment to be known as the field service 
department. 





Honor Paid Manager Freeman 


As an expression of confidence in the 
new manager, R Freeman, who took 
charge of the Los Angeles office of the 


j 
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National Life of Vermont Dec. 1, the 
sales force produced 45 applications for 








National recovery is the 


his passing. 


insure. 
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SPEEDING RECOVERY 


recovery. Fidelity is speeding individual recovery 
through its Bridge Builder plan of insurance, which 
guarantees the continuation of a man’s salary 

his wife or other beneficiary for two years after 


This Is the First Step 
_This first step in the re-creation of his indi- 
vidual financial program is his first step in con- 
tribution to National Recovery. The Bridge 
Builder is one of a number of modern working 
tools with which Fidelity agents are speeding this 
recovery for themselves and those whom they 


Write for information on Fidelity contracts 
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CONSULTING ACTUARIES 
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Consulting Actuary 
Annuity Specialist 
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ILLINOIS _ 
DONALD F. CAMPBELL 


CONSULTING ACTUARY 


160 N. La Salle St. 
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L. A. GLOVER & CO. 
Consulting Actuaries 
128 North Wells Street, Chicago 
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J, Charles Seitz, F.A.1.A. 
CONSULTING ACTUARY 
Author “‘A System cad Accounting fer a Life 
insurance Company.”’ 
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Haight, Davis & Haight, Inc. 
Consulting Actuaries 
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New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 


Policy | Literature, Rate ks, etc. 
Digest” and “Li 
PRICE, $5.00 and $2.00 respectively. 


Boo: Supplementing the “Unique Manual- 
ttle Gem,”’ Published Annually in May and March respectively. 





Massachusetts Mutual Action 





Dividend Scale Payable After June 1 
Reduced 25 Percent, Interest 
Also Lower 





The Massachusetts Mutual has reduced 
its dividends payable this year an aver- 
age of approximately 25 percent, repre- 
senting an average increase of 9 percent 
in the net cost of insurance. The rate 
of interest allowed on dividends left to 
accumulate is set at 4 percent and the 
rate on funds left with the company 
under optional methods of settlement at 
44%4 percent. The new scale goes into 
effect June 1. 

The company in its announcement 
states: “Our policyholders through their 
own experience must know that the 
present situation calls for a policy of 
conservatism on the part of all financial 
institutions. The steps taken by our 
company should give confidence to its 
members, assuring them that the inten- 
tion of the management is to add to the 
financial strength of the company and 
to the safety of the contracts made by 
our institution. 


Effect on Earning Power 


“In the immediate future your com- 
pany, in common with others, has to 
expect lower interest earnings, probably 
a higher rate of mortality and the neces- 
sity of holding larger cash balances and 
a greater proportion of securities readily 
convertible into cash. All these factors 
necessarily limit the earning power of 
the company as compared with that of 
the years prior to 1932, when interest 
rates were unusually high, the rate of 
mortality very low and the demand for 
loans and surrender values relatively in- 
significant. Sound conservatism, there- 
fore, dictates a further strengthening of 
the position of your company and we 
are quite sure that you will realize the 
wisdom of our action.” 


New Increasing Cost Policy 
For National Guardian Life 





An “ExtrOrdinary” life policy has 
been issued by the National Guardian 
Life to meet the demand for low pre- 
mium permanent insurance. The pre- 
miums increase each year from the first 
to the 10th and remain level thereafter. 
The policy is participating and the divi- 
dends are expected to offset in great 
part the annual increase in premiums. 
The rates for the new policy are as 
follows: 

Annual Rates Per $1,000 
———Policy Year—_————__ 


Age 1 2 3 4 5 

20 ..$10.95 $11.62 $12.72 $13.82 $14.92 

25 .. 114 12.66 13.89 15.12 16.35 

30 12.74 14,17 15.60 17.03 18.46 

35 .. 14.50 16.18 17.86 19.54 21.22 

40 .. 17.00 19.02 21.04 23.06 25.08 

45 .. 20.41 22.92 25.43 27.94 30.45 

50 .. 25.26 28.44 31.62 34.80 37.98 

55°.. 32.18 36.31 40.44 44.57 48.70 

60 .. 42.23 47.72 53.21 58.70 64.19 
—————Policy Year——_——_——__, 

6 7 8 9 

20 .: 16.02 17.12 18.22 19.32 

25 .. 17.58 18.81 20.04 21.27 

30 .. 19.89 21.32 22.75 24.18 

35... 22.90 24.58 26.26 27.94 

40 .. 27.10 29.12 31.14 33.16 

45 .. 32.96 35.47 37.98 40.49 

50 .. 41.16 44.34 47.52 50.70 

55 .. 52.83 56.96 61.09 65.22 

60 .. 69.68 75.17 80.66 86.15 





Central Life of Iowa 
The Central Life of Iowa has reduced 
its policyholders’ dividends 20 percent. 


The Continental Assurance has been 
licensed for life, accident and health 








insurance in Arkansas. 


Mutual Life’s New Dividends 


Schedule Announced for 1934 Based on 
Average Reduction Approximately 
8 Percent 


The 1934 dividend figures of the Mu- 
tual Life of New York are announced 
this week. As previously stated in an 
announcement by the officers, this new 
scale represents an average reduction 
of approximately 8 percent from the 
1933 scale. 

The new schedule is applicable to is- 
sues of 1914-1933, inclusive. The dis- 
tribution amounts to $30,000,000. The 
new dividends for several popular forms 
are: 

Ordinary Life 


a Year 
t 


Age Ist Oth 15th 20th 
- | Regen $ 4.77 $ 5.01 $ 5.48 $ 6.02 $ 6.63 
ere 4.81 5.06 5.55 6.10 6.74 
Mee OKs 4.87 5.12 5.63 6.20 6.85 
A 4.91 5.18 65.70 6.29 ~6.97 
ee 4.97 5.24 5.79 6.39 7.10 
| SRE 5.02 5.31 5.87 6.50 7.23 
é e 6.60 7.36 

6.71. “1.52 

6.83 7.69 
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10.00 
10.30 
10.59 
10.92 
11.25 
11.59 
11.95 
12.32 
12.72 
13.13 
13.53 
13.97 
14.43 
14.91 
15.39 
15.87 
16.39 
17.23 
18.13 21.00 23.62 
19.09 22.05 24.82 
20.12 23.14 26.10 
21.24 24.31 27.40 
20-Payment Life 
yaa ee Year 
> s 10th 15th 20th 
1 ee ee $ 5.93 $ 6.54 $ 7.54 $ 8.72 $10.10 
+s SPR a an 5.97 6.59 7.61 8.81 10.21 
ere 6.03 6.65 7.69 8.91 10.34 
| + rae 6.08 6.71 7.78 9.02 10.47 
MES Sh so 6.13 6.77 7.86 9.12 10.60 
25 week 6.19 6.85 7.95 9.23 10.74 
| See 6.24 6.91 8.03 9.34 10:87 
2 ON 6.29 6.98 8.12 9.45 11.03 
(ISA 6.34 7.04 8.20 9.56 . 11.17 
| ae 6.42 7.18 8.31 9.69 11.35 
ae 6.48 7.19 840° 9.81 11.51 
ae 6.54 7.28 8.51 9.95 11.69 
2 PEs 6.62 7.36 8.62 10.10 11.87 
ee 6.69 7.44 8.72 10.25 12.06 
| Sen ee 6.76 7.53 8.84 10.41 12.24 
ae 6.83 7.62 8.96 10.58 .12.43 
__ LESS: 6.90 i bag 9.08 10.76 12.62 
37 s 7.81 9.23 10.94 12.81 
J 7.90 9.87 11.12 °12.99 
a 8.01 9.53 11.81. 13.17 
7. 8.13 9.70 11.51 13.37 
4 8.24 9.88 11.70 13.55 
p 8.39 10.07 11.90 13.75 
j 8.54 10.26 12.09 13.94 
« 8.70 10.47 12.29 14.13 
: 8.87 10.67 12.49 14.34 
J 9.06 10.89 ° 12.69 14.53 
; 9.26 11.10 12.91 14.74 
p 9.47 11.30 18.12 14.94 
i 9.70 11.53 13.34 15.14 
|. SAR. 8.68 9.92 11.75 13.57 15.35 
ee 8.90 10.16 11.98 13.80 15.56 
AS 9.15 10.41 12.24 14.05 15.78 
_ ears 9.41 10.64 12.50 14.30 15.99 
a ey 9.67 10.90 12.75 14.54 16.19 
aes 9.96 11.17 18.04 14.81 16.41 
ae 10.26 11.46 13.34 15.08 16.72 











-———Dividend Year 


Age 1st 5th 10th 15th 20th 

| aE 10.55 11.78 13.66 15.36 17.03 

RASS 10.87 12.11 13.98 15.65 17.36 

Reet 11.21 12.43 14.30 15.92 17.69 

ee 11.58 -12.81 -14.67 16.23 18.05 
20-Year Endowment 

RST 7.12 8.47 $10.56 $13.04 $15.99 
' 7.16 ' 8.51 10.60 13.07 16.00 


Endowment at 65 
-—————Dividend Year————_, 
5t 10th 15 ot 

$ 5.36 $ 6.73 
5.44 6.10 6.86 
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Limited Payment Life 
Paid-up at Age 6 


—————Dividend Year————_ 
5 10th .1 





st th 10t 5th 20th 
$ 4.89 $ 5.17 $ 5.69 $ 6.29 $ 6.98 
4.95 5.24 5.79 6.42 7.18 
4.99 5.29 5.86 6.51 ° 7.24 
5.06 5.37 5.96 6.62 7.40 
5.11 5.43. 6.06 6.76 7.55 
Biv ©6868 6.16 ° 688 TE 
5.24 °° 5.61 || 6.8T T03  T 
5.32 5.69 6.38 7.16 8.11 
5.88 5.78. 6.49. 7.32 8.32 
5.46 5.88 6.62 7.48 8,53 
565 ‘6:98 6:76 . T.BT° 818 
5.63 6.08 6.89 7.83 9.02 
5.73 6.19 7.04 8.05 9.30 
5:28: O81. 791 8:28 5 
5.938 6.45 7.38 8.52 9.87 
6.04 6.59 7.57 8.79 10.18 
6.16. 6.74 7.77 9.06. 10.51 
6.29 6.90 8.01 9.37 10.84 
6.43 7:06. 8.95 9.67 11.18 
6.57 7.25 8.52 10.02 11.54 
6.73 7.45 8.81 10.36 11.9% 
6.91 7.68 9.14 10.75 12.35 
7.09 7.94 9.47 11.15 12.79 
7.30 8.21 9.84 11.55 13.26 
7.54 8.54 10.25 12.01 13.79 
7.79 8.87 10.67 12.49 14.34 
8.09 9.26 11.14 13.02 14.57 
8.42 9.67 11.64 13.60. .-: 
8.78 10.12 12.16 14.21 
9.21 10.65 12.77 14.95 
9.69 11.22 13.44 15.72 
Baltimore Life 


Rates for waiver of premium disability 
have been increased from 16 to 100 per 
cent according to age and form by the 
Baltimore Life in its new rate book. 
Slight changes have been made in rates 
for younger ages. Extended insurance 
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periods are now shown in years and 
months instead of years and days. The 
new waiver of premium disability rates 
per $1,000 for the principal forms follow: 
15 20 15 20 25 

Whole Pay Pay Year Year Year 


Age Life Life Life End. End. End. 
| rr $ .44 $ .36 $ .383 $ .83 $ .67 $ .57 
aD cae as 55 .44 41 95 A 

Sh. osee 69 51 50 41.03 .86 eae 
20 ccees 8 63 108 “E26; 1.01 96 
SB caswe 1.16: 36 . OS 248 1.20. 128 
AO cases 1.57 . 1.27. 1.63 LSS-1.79 4.81 
| rcs 2.20 1.88 2.15 2.60 2.64 2.48 
OO! acca 3.16 3.21 3.24 4.04 3.69 ‘ 

SS. seve 67 4.99 4.82 5.79 65.17 





Wisconsin National 


The Wisconsin National Life has in- 
creased the rates on three contracts, with 
advanced ages most affected. Rates are 
shown below: 


With Dis 
Flat Rates Waiv. Prem 
Special Mod. Special Mod 
Ord 20 Life Ord. 20 Life 


Age Life Pay. Expec. Life Pay. Expec. 
15 ..$12.20 $20.26 $11.10 $12.45 $20.45 $11.36 
.. 18.48 21.94 12.10 13.79 22.17 12.42 


American Central Adopts 
Helpful Sales Plan for 1934 


The 1934 sales plan which has been 
adopted by the American Central Life 
of Indianapoiis includes a method de- 
vised to assist the agent in following 
time and effort control. He is advised 
to first determine the amount of income 
necessary to care for his 1934 budget, 
then this amount is converted into terms 
of annual production, which is in turn 
broken up into monthly amounts. The 
program likewise provides for a month 
by month comparison of the agent’s 
1934 record with that of former years. 
The plan encourages the field man to 
follow the present trend toward con- 
servation of time by aiding him to elim- 
inate “suspects” from his prospect list. 





Fraternals Benefit from 
Buying in Lower Brackets 





Scattering reports from fraternals 
which are members of the National 
Fraternal Congress with headquarters 
in Chicago indicate that these institu- 
tions which cater to buyers in the lower 
brackets may have had better produc- 
tion than the average for all life com- 
panies last year. One of the principal 
developments of 1933 was the unusual 
increase in the sale of policies for small 
amounts, the public generally not being 
able or willing in this time of stress to 
uy larger contracts. A number of fra- 
ternals which so far have reported re- 
sults to the National Congress show 
increased production in 1933. 


New Michigan Magazine 


Rex Beasaw, Detroit general agent of 
the Columbian National Life, has 
launched a new insurance publication, 
the “Michigan Insurance News,” the 
first number of which has just been 
mailed. It is pocket size and contains 
24 pages. It will cover fire, casualty and 
life fields and will be confined to Michi- 
gan agents. Mr. Beasaw has been in 
the newspaper business for many years 
and in the insurance business for the 
past three years. 


Van Winkle Promotes Three 


C. G. Moore has been named assistant 
manager of the Kellogg Van Winkle Los 
ingeles agency of the Equitable Life of 
ew York. He has been district man- 
ager at Pasadena since January, 1932, 
and last year doubled the premium in- 
‘ome of the office. D. M. Campbell, San 
ernardino, has been promoted to dis- 
trict manager at Pasadena, succeeding 

tT. Moore. 

Leo Vernon, Santa Barbara, has been 
advanced to field assistant of ‘the A. ay 
¢ Sage unit there in the Granada The- 
atre building. 
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SOME RESULTS OF THE YEAR 


Paid business of the C. E. DeLong 
agency of the Mutual Benefit Life in 
New York City was $$23,084,950 for the 
year as against $18,044,356 for 1932, and 
$1,819,235 for December as against $1,- 
476,914 for December 1932. 

The J. Elliott Hall agency of the 
Penn Mutual Life in New York City 
paid for $19,518,349 in 1933 as against 
$18,986,507 in 1392, and for $1,778,023 
in December as against $1,618,083 for 
476,914 for December, 1932. 

*k * x 
PHELPS JOINS LEONARD AGENCY 


E. J. Phelps, formerly brokerage 
manager of the Pershing Square branch 
of the Keane-Patterson agency of the 
Massachusetts Mutual Life in New 
York City, has been appointed assistant 
manager of the M. H. Leonard agency 
of the National Life in New York City. 
Mr. Phelps is a graduate of Lafayette 
College and has shown marked ability 
in the training of new men and personal 
production as well as in the development 
of brokerage business. 

* * * 
Cc. L. U. REVIEW COURSE 


Part IV of the C. L. U. review course, 
covering law, trusts and taxes, will be 
given at New York University in ten 
successive Wednesday evening periods 
from 4:50 to 7 p. m., beginning Jan. 24 
and ending Mar. 28, under the direction 
of able authorities in these respective 
fields. The cost is $12.50. 


* * * 
BROOKLYN BRANCH OPENED 


Vice-president G. A. Martin and other 
home office executives were present at 
the formal opening of the new Brook- 
lyn branch of the Continental American 
Life under the management of Robert 
Kruh. Among the visitors were other 
branch managers of the company in the 
New York and Newark territory, as 
well as many of Mr. Kruh’s personal 
and business friends. 


Asset Write-Downs 
Not Really Losses 


(CONTINUED FROM PAGE 1) 


wells and the wealthy would be harmed 
the least. The former would come as 
he went in, with nothing; the rich man 
would come out somewhat worse than 
he went in, but he would be in relatively 
good financial condition. It would be 
the great middle class which would be 
destructively affected. I don’t believe 
the intelligent American is going to let 
that come about. You have a fine op- 
portunity to serve your nation in help-. 
ing back up the President in his devo- 
tion, as he has expressed it, to a sound 
and adequate currency. 

“The people still have confidence in 
legal reserve life insurance. I believe 
that confidence will continue to be jus- 
tified. Our company is entering the 
year with a 100 percent increase in our 
cash balance and a 50 percent increase 
in government bonds, and a large pro- 
portion of other liquid and marketable 
bonds. We have confidence that this in- 
stitution is competent to meet and ab- 
sorb any shock and still meet its obli- 
gations.” 

Agents need to use plenty of motiva- 
tion and plenty of persistence in their 
sales methods, Grant L. Hill, director of 
agents, declared at the morning session, 
adding that it would be a good idea if 
agents used more motivation as a stim- 
ulus to their own efforts. 

“You have to make a man want life 
insurance more than he wants a new 
car, or some other thing that another 
salesman is trying to sell him,” Mr. Hill 
warned. “Most prospects who bring up 
the question of inflation as an objection 
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Opportunity 
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A Dollar’s Worth for a Dollar 


Mutual Legal Reserve. Participating, non-par rates; 
estimated average annual cost Ordinary Life, age 35 
$15.38 per thousand; Twenty-Pay Life paid up for 
$1,549 plus dividends per thousand in 20 years; Endow- 
ment pays $1,961.54 plus dividends per thousand if 
policy becomes a claim year it matures. Cash accumu- 
lation available any time without note, interest or deduc- 
tion from face of policy; juvenile with all fine features 
of adult policies. Unlimited opportunities for agencies 
in Illinois, Michigan, Indiana, Missouri. 


NTERSTATE RESERVE 
LIFE INSURANCE 
COMPANY 


Mutual Legal Reserve Life Insurance 
Ten East Pearson Street CHICAGO Phone Superior 1714 




















In Miami Beach itr 


She Heeturood. 


Opening for the Winter Season 
January first. European Plan. 
An Exclusive Winter Resort Hotel, on 
Biscayne Bay, with Ocean Bathing, a 
ivate Dock and every facility for the 
comfort and entertainment of its exclusive 
and discriminating clientele. 
Rates Double from $8.00 to $20.00 per day. 
A la carte service and Fixed Price Meals. 
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For Faster Service be- 
tween The Great Lakes 
and the Gulf, specify 
Bowen Air Lines in 


Texas and Oklahoma. 
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$1,000 to $1,600 
Ordinary Life Insurance at An 
Average Cost GUARANTEED 
OF ONLY $14.00 per $1,000 
Of Course Issued in Larger Amounts 


All Premiums Returned 


in addition to face of policy 
in event death before age 60 
FULL FACE THEREAFTER 
AND PREMIUM REDUCED 20% 
Example 


Original cost, age 30, $21.40 per 
$1,000 to age 59; $17.19 per $1,000 
thereafter. 

e yen epide in Ohio, | see ‘Tafiene, 
Virginia or the District of Columbia, 
Write for Samples and Particulars 
This is of the uni tracts 

one ~ a que con 


Federal Union Life 


FRANK M. PETERS, President 
Cincinnati, OnI0 








to life insurance are just using it as a 
smoke screen, and it is up to us to 
smoke them out. After all a man who 


. bought life insurance and died within a 


year would have an inflation of 2,600 
percent on his life insurance. 

“Professor Warren, President Roose- 
velt’s monetary adviser, says in his book 
on investments that when the currency 
is unstable, the safest investment is in 
education, and that the next safest is in 
life insurance for dependents. and an an- 
nuity for oneself, as tending to offset in- 
creases or decreases in the values of 
farms or homes. 


Answering the Yes Man 


“To the ‘yes-man’ who agrees with 
all you say, but never signs an applica- 
tion you might say, ‘If you were on a 
ship which was in danger, you would 
deliberately risk your life for the sake 
of the wives and children of men whom 
you had never seen, and yet you won’t 
save—not spend—a few dollars for your 
own wife and children.’” 

Urging an attitude of more serious 
responsibility toward financial obliga- 
tions, Mr. Hill said: “Suppose a neigh- 
bor of yours just picked up and left his 
family to shift for themselves? His 
neighbors wouldn’t have a very good 
opinion of him, would they? Yet is 
there any real difference between a case 
like that and a man who allows himself 
to be taken away involuntarily by death 
without providing adequately for his 
family? And it is time for a lot of nice 
fellows in the life insurance business to 
ask themselves, ‘How does my business 
neighbor feel about me?’ ” 

“The most terrifying thought for the 
self-supporting woman is the possibility 
of reaching old age without money,” As- 
sistant Director of Agencies W. Ray 
Chapman pointed out. “Her greatest 
response, he said, is to a demonstration 
of the safest and surest way to save 
money. She wants gold in her purse 
when there’s silver in her hair. That 
states fairly well her attitude toward 
bimetallism. She wants her advanced 
years to be serenely devoid of that ugli- 
est fear—age 60 and no money. 

“Of the gainfully occupied women 
prospects between 10 and 65 in the terri- 
tory from which this meeting draws its 
attendance, 65 percent in the New Eng- 
land and Middle Atlantic states are sin- 
gle and 40 percent in the South Atlantic 
states are single. These self-supporting 
women have their own future to think 
about even if they don’t have dependents 
to care for. Here are some of the rea- 
sons why women should insure: 


Children’s Field 


“It provides for her last illness and 
funeral expenses; it gives her an honor- 
able way to protect her debts; it does 
for a term of years what the Liberty 
Loans have done temporarily, in develop- 
ing a systematic saving; it gives her as 
safe an investment as government bonds 
and insures besides; it gives her credit 
she can use in a business way; it gives 
her something on which to borrow with- 
out the publicity and embarrassment of 
asking somebody about it; it holds no 
chance of diminishing in value; it helps 
her to resist the smart salesman, the 
purveyor of get-rich-quick schemes; it 
increases her moral responsibility and 
self-respect; it gives her a free mind; 
it returns to her at a time when her 
physical ability may be impaired or less- 
ened; it may be paid back to her on a 
monthly income plan and made to con- 
tinue as long as she lives; it is free from 
taxation and the possibilities of unex- 
pected or additional expense; it is often 
the one thing that stands between a girl 
and total financial independence when 
she marries.” 

Among the advantages to the under- 
writer in cultivating the children’s field, 
Mr. Chapman listed the following: com- 
petition is at a minimum; the twister is 
not enticed; approach and contact with 
parents of children; no wasted time— 
each interview can be short and to the 
point; little danger of rejections; builds 
up a clientele for the future. 

Because the family income contract 





is above all functional it is an ideal pol- 
icy to sell if backed up by intelligent and 
aggressive selling methods, H. D. Jo- 
sephson, Recht & Kutcher agency, New 
York City said. 

“It is in all truth a policy with a 
purpose,” he said. “For too long we 
life insurance men have been selling poli- 
cies rather than the functions of poli- 
cies, and the sales appeal of the fam- 
ily income contract is confined almost 
exclusively to what the policy will do 
rather than to what the policy is.’ After 
listing those who should logically be 
prospects for this contract, Mr. Joseph- 
son said: “Don’t sell this policy where 
your prospect can afford the higher pre- 
mium forms and don’t sell it in cases 
where the prospect is thinking in terms 
of saving and retirement. The policy is 
flexible enough to be used in nearly 
every other situation. But let’s not go 
out and merely offer to the public this 
great policy. Let’s go out and aggres- 
sively sell it. Mechanically splendid as 
this policy is, it still requires every 
ounce of conviction that you possess to 
put it across.” 


Annuity Possibilities 


Because of the fact that there are only 
about 300,000 annuities in force in this 
country, H. Ward Meacham, C. L. Mc- 
Millen agency, New York City, pre- 
dicted a great future for this type of in- 
vestment. Comparing the yield on the 
various forms of annuities with the in- 
come on other types of investments, he 
pointed out the comparatively low yield 
of the safest types, and even some of 
those not usually considered so conser- 
vative. 

The general committee included E. R. 
Gettings, Albany, chairman; L. M. Bull, 
Poughkeepsie; O. L. Gooding, Newark; 
R. U. Hergesheimer, Philadelphia; C. L. 
McMillen, New York City; P. L. Bald- 
win, Washington; P. R. Chase, Syra- 
cuse, and H. S. Griswold, Hartford, 
treasurer. Rudolph Recht, of Recht & 
Kutcher, was chairman of the arrange- 
ments committee, other members being 
W. E. Rowley, Newark, and Harry 
Krueger of Recht. & Kutcher. The re- 
ception committee included V. D. Grif- 
fin, Manchester, chairman, and a rep- 
resentative from each agency. 

Mr. Gettings was chairman of the 
first morning session, with Mr. Gooding 
in the chair for the afternoon confer- 
ence. Mr. McMillen was toastmaster 
at the banquet. Mr. Baldwin conducted 
the morning session the second day, 
with Mr. Hergesheimer as chairman of 
the luncheon conference. The district 
agents’ conference took place following 
the luncheon, with E. N. Harnish, Lock 
Haven, Pa., as chairman. 





Detroit Sales Increase 
36 Percent in December 








DETROIT, Jan. 11.—Life insurance 
production figures for Detroit continue 
to show a distinct upward trend as in- 
dicated by December figures, just com- 
piled by the Associated Life General 
Agents & Managers, says H. B. Thomp- 
son, executive secretary. December 
showed a 36 percent increase over De- 
cember, 1932, and a 17 percent increase 
over November. 

Fifteen companies, writing approxi- 
mately 50 percent of the total in the ter- 
ritory, report new written business for 
December of $6,867,966 as compared 
with $5,855,847 for the same companies 
in November and $5,031,875 in Decem- 
ber, 1932. 

So rapid was the increase in business 
during the last quarter of the year that 
it almost completely makes up for the 
loss of volume incurred during the bank 
holiday, says Mr. Thompson. Particu- 
larly noteworthy is the fact that annui- 
ties and endowment contracts have 
shown a marked increase in the past 
three weeks. Total life insurance pro- 
duction reported by the 15 companies 
for 1933 in Detroit was $69,048,836 as 
compared with $69,295,922 for 1932. 
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Close Personal Contacts with 
Agents, Assistance in Selling and 
Placing Business Are Essentials 













which company managers are over- 
looking. 

“We don’t have to be such good sales- 
men as the agents in the field,’ Mr. 
Baker said, “for after all we are not 
gambling our next month’s rent on the 
business. A lot of us are fourflushers. 
We must help our men in a practical 
way. Any other man can close a case 
more easily than the agent to whom 
each prospect means so much in the 
way of rent money, food, etc. We 
would be a big help to our agents if we 
would show them that we are willing. 


Irformal Round Tables 
Help to Build Morale 


“Everything focuses on the general 
agent’s or manager’s desk. We are in 
a real position to help our agents, to 
take from them the burden of details 
which are not purely selling. We are, 
as a matter of fact, better men on the 
job of placing business than the agent. 
Why, take him off the job to do this 
work?” Mr. Baker said he is in con- 
stant touch with his home office inquir- 
ing about this or that case written by 
one of his agents. He tries to free his 
agents entirely from underwriting de- 
tails so they may concentrate on sales. 

Training the men is a big job, Mr. 
Baker says. In addition to the regular 


Getting close to the agents is one of 
the most necessary duties of the general 
agent or manager in these times, Henry 
A. H. Baker, manager home office 
branch Great-West Life, Winnipeg, told 
the general agents’ and managers’ divi- 
sion of the Chicago Association of Life 
Underwriters in tne January meeting. 
He spoke on “The General Agent’s and 
Manager’s Responsibility to the Agent.” 

One cf the most difficult problems is 
that of getting the older agents squared 
away in production. The old men are 
not “bums” as apparently many man- 
agers and general agents in the business 
feel, Mr. Baker said, but there is some- 
thing the matter either with the older 
men or the inanagers. The veterans are 
the same men who were honored in 
agency meetings and conventions some 
years ago and were held up as shining 
stars of accomplishment after whom 
younger agents should strive to pattern 
themselves. Mr. Baker said the general 
agent’s and manager’s job is to do 
something about these veterans. 

Another necessary function of the 
agency head today is to go out and do 
some selling in company with agents. 
It is impossible for him to do all the 
selling for his men, but there is an 
opportunity there for closer contacts 
and the salvaging of much fine material 















































‘Lhe TREND 


in Life Insurance is definitely 
toward low cost pure protec- 
tion without expensive, non- 
essential features. 


That is the only kind of policy 
this Company has ever offered. 
A new simplified contract in- 
augurated July 1 this year is 
meeting universal acclaim. It 
is designed by an old conserva- 
tive Company for the New Deal. 








Agency openings in 
Illinois, Indiana, 
Michigan and Missouri 








BANKERS MUTUAL LIFE Co. 
FREEPORT, ILLINOIS 
Founded in 1907 





























agency meetings, which are necessary 
but Mr. Baker considers do not offer 
the finest opportunity to get in close 
touch with the men because of the size 
of the group, in his agency he conducts 
a brief weekly session in which he goes 
around the circle questioning each man 
as to what he did the week before. The 
questions are pointed and calculated to 
disclose whether a man is “stalling” or 
not. There are discussions of problems 
to be met, objections raised and how to 
answer them. It is completely informal. 

Mr. Baker finds difficulty sometimes 
in keeping in close personal touch 
through individual talks with his agents. 
The round table session serves in this 
function. Mr. Baker says it is very 
easy for an agent to ”kid” his manager 
in weekly written reports as to what he 
has done, but it is not so easy when 
looking the manager in the eye. 

Mr. Baker said the only purpose of 
an agency meeting is to secure benefits. 
When the men show signs of becoming 
bored, of wishing they were some place 
else, meetings are adjourned until 
further notice. 


Adopts Natural Manner in 
Contacts with Staff 


A method which he employs of main- 
taining close personal contact is to 
acknowledge applications received. These 
are not stereotyped messages, but are 
couched in language which he would use 
if talking to the man personally. He ad- 
vises talking or writing in a human, 
natural way. 

If the business is coming in too fast 
to permit of individual acknowledgment 

or Mr. Baker has been out of town for 
a time and the applications have ac- 





cumulated, he pays tribute to those who 
have done a good job either by means 
of a general bulletin or by personal 
acknowledgment as he meets the men. 

Mr. Baker considers that general 
agents and managers should watch very 
closely cases returned by agents as not 
taken. He said here is an opportunity 
to find when an agent is losing his 
morale, becoming discouraged. Mr. 
Baker likes to know immediately what 
the situation is and to make a real effort 
to sell some of this business. 


Open Door Policy Is 
Aid to Confidence 


A great morale builder in the agency, 
Mr. Baker believes, is a policy of mak- 
ing the men feel that it is easy for them 
to see their manager or general agent. 
Many offices require the agent to go 
through a great deal of red tape, to 
approach secretaries and wait a long 
time outside the manager’s door before 
they can see him. Mr. Baker has a 
simple plan. When his door is open 
anybody can see him. If it is closed, 
it is necessary to approach the secre- 
tary for permission. This saves the 
agent’s time, prevents him from fretting 
and, Mr. Baker asks, “What are we be- 
ing paid for after all?” He cited the 
horrible example of an old manager who 
had a sign posted on the door of his 
private office forbidding agents and the 
public to enter there. 

Walt Tower, managing director Chi- 
cago Association of Life Underwriters, 
reported on the agency record system 
installed some time ago in the associa- 
tion’s office. He spoke against the prac- 
tice of some Chicago agencies of invit- 
ing men to speak at agency meetings 








New Lessons 
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who had attacked life insurance publicly 
in one form or another. 

C. B. Stumes of Stumes & Loeb, 
Penn Mutual general agents in Chicago, 
reported on recodification of insurance 
laws under way now in the legislature. 
There are two important items in the 
association’s program this year, one a 
bill to permit insertion of an aviation 
rider in policies in Illinois, this now be- 
ing prohibited, and another protecting 
life policy cash values in case of bank- 
ruptcy. Norris Bokum of Bokum & 
Dingle, gencral agents Massachusetts 
Mutual, reported on work of the legis- 
lative advisory council during the last 
session and sought funds for carrying 
on the work this year, many general 
agents and managers subscribing. 

Mr. Baker was introduced by C. T. 
Milner, Chicago manager Great West 
Life. . C. Cummings, supervisor of 
field service of the Great-West, attended 
the meeting. 


Gets Out Its Proceedings 


The American Life Convention has 
issued its convention proceedings cover- 
ing its main meeting and those of the 
Financial and Agency Sections. There 
is also given reports of the officers. All 
papers read at the annual meeting are 
included. There is a complete roster 
of those in attendance and report of the 
important committees. 


Shows Increase in Lives 


A 17 percent advance in number of 
lives insured was recorded by the R. J. 
Wiese general agency of the State Mu- 
tual in Chicago. The agency equaled 
the 1932 figure in point of volume and 
amount of premium collected. In the 
State Mutual there is no volume credit 
for annuity business. Mr. Wiese is pre- 
paring to leave for the company’s an- 
nual meeting at the home office next 
week. 
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More People Now at Work 


Activity at Washington Has Created 
Jobs for Many, Who Have Been 
Unemployed 








Industrial agents find that the activi- 
ties at Washington have served to get 
many more people back to work and 
they are now earning something. Under 
the CWA movement, workmen are paid 
union wages and they are working 30 
hours a week. The NRA has had the 
effect of getting thousands of people 
back on the job. The CCC has brought 
into line hundreds. Then there is a lit- 
tle upturn in business as a whole. Thou- 
sands of people lapsed their industrial 
policies because they have not had the 
money to keep them up. Many have 
skimped, planned and at least maintained 
some of their insurance. With more peo- 
ple now at work and earning some 
money, industrial agents say that they 
have a chance to reclaim some of their 
lapsed policyholders. 

Have Faith in Business 


Industrial agents have had hard sled- 
ding but most of them have been un- 
daunted in their courage and have had 
a sublime faith in the character of their 
work. They feel that life insurance dur- 
ing the depression has given a very good 
account of itself. The industrial com- 
panies have marched along and have 
never lowered their colors. The indus- 
trial men now think that there is a better 
time coming and that they will be in 
better shape to make more money. They 
do not have to apologize for the way 
the industrial companies have conducted 
themselves in a time of great trial. 


Is Consolidating Departments 





Life & Casualty Makes Some Changes 
in the Management of Its 
Territory 





The home office management of the 
ordinary and industrial department at 
the head office of the Life & Casualty 
of Nashville are consolidated under the 
same territory manager. Vice-President 
J. E. Acuff has charge of both depart- 
ments in the Mississippi Valley terri- 
tory, Vice-President F. J. Peebles in the 
north central, and Vice-President W. V. 
Walker in southeastern. Vice-President 
J. T. Ward, formerly in charge of ordi- 
nary in the north central district, is now 
devoting his time exclusively to the ra- 
dio department. 

President A. M. Burton of the Life & 
Casualty is spending considerable time 
visiting agencies these days. To show 
his interest in what is going on, he was 
not at home over New Year’s, meeting 
with the Birmingham organization the 
evening of Dec. 30. On New Year’s 
Day he was in Montgomery. From 
there he went to different Alabama and 
Louisiana districts and is returning to 
Nashville via Clarksdale, Miss., and 
Jackson, Tenn. 





Life of Virginia’s Convention 


The Life of Virginia will hold a home 
office convention Jan. 25-26 in Rich- 
mond. This will include all managers 
and assistants-in-charge. A special in- 
vitation is extended to all assistants and 
agents who have met certain qualifica- 
tions. At this gathering plans for the 
year will be discussed. 
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Investment Principles Are 
Learned from Depression 





(CONTINUED FROM PAGE 2) 


up to 10 percent. This took care of 
about 40 percent of the total. 

According to this banker’s opinion as 
well as that of heads of some of the 
best life companies, mortgages of the 
right sort still constitute the prime in- 
vestment for the average company. With 
10 percent invested in home office build- 
ings and miscellaneous securities as 
much as 50 percent, this banker thought, 
might well be invested in the right kind 
of city and farm mortgages. This of 
course eliminates policy loans, the 
amount of which is more or less arbi- 
trary, fixed by the policyholders them- 
selves. 


Special Records for 
Each Class Needed 


With each class of investment special 
standards have to be set up and a book 
could easily be written on each one. 
That is where the experts come in, but 
considering life insurance needs, the ne- 
cessity for a certa’n amount of liquid 
funds, the need to net at least 34 per- 
cent interest or whatever the interest 
reserve basis of the company may be, 
the need to regulate maturities accord- 
ing to certain principles, considerations 
of taxation, etc., the diversification here 
roughly suggested is as good a start- 
ing point as any for trying to establish 
some kind of a standard or measuring 
rod in adopting a life insurance invest- 
ment policy. Of course all companies 
have had some kind of a policy which 
they have attempted to follow but in 
the light of changed conditions in the 
economic world and that of the experi- 
ence which life insurance has just gone 
through it is certain that life insurance 
investment is receiving a new study and 
evaluation which will no doubt bring 
about changes of policy in many com- 
panies. 








Dix Teachenor’s December 
Paid Business $1,523,450 


(CONTINUED FROM PAGE 1) 


through. Other detail work was done by 
Mr. Teachenor’s personal office force. 
Mr. Teachenor himself did all the writ- 
ing of business. 

Mr. Teachenor produced (issued and 
paid for) $1,851,900 of business for the 
entire year on 435 policies—a record in 
itself. In 16 yeais of production (all of 
it with the Kansas City Life) he has 
produced $13,919,900 of business. His 
renewal ratio during all that time has 
averaged well over 90 percent each year. 

For Mr. Teachenor there is but one 
correct way to sell life insurance—get 
the prospect’s policies, go over his plans, 
and sell new insurance to fit his needs. 
The life insurance man who does this, 
and then adequately services the busi- 
ness, has nothing to worry about—his 
renewals are enough to tide him over 
the worst of depressions. Mr. Teache- 
nor was not worrying about new busi- 
ness from February to November. He 
was servicing business he already had 
on the books, and that business, he 
knew, would take care of his income if 
he didn’t write any more at all. 


Eteson Discusses Advertising 
WORCESTER, Jan. 11.— National 


advertising by life insurance companies 
is practically non-existent compared to 
the magnitude of the business, J. H. 
Eteson, assistant superintendent of agen- 
cies of the State Mutual Life, said in a 
recent talk before the Worcester Adver- 
tising Club. 

Reasons for this, he said, were that the 
premium income from new business is 
less than the cost the first year and the 
exceptional increase of new business 
might result in increased unit cost. The 
small margin permitted for operating 
costs, the lack of personal contact and 
natural markets, as well as the sales and 
professional service side of the problem, 
also are obstacles to more advertising. 








Moratorium Rule 
Most Significant 
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upon reasonable conditions. The con- 
ditions upon which the period of re- 
demption is extended do not appear to 
be unreasonable. The legislation is 
temporary in operation. It is limited to 
the exigency which called it forth.” 

Minnesota’s mortgage moratorium 
law is considered conservative. From 
the above quotation, it may well be 
doubted that the statute in question 
would have been adjudged constitutional 
if its provisions had been more radical 
or it had provided a longer redemption 
period. 


Connecticut Mutual Life 
Coordinates Its Literature 





Two important phases of life insur- 
ance sales promotion, according to the 
Connecticut Mutual, are (1) reducing 
waste to a minimum, and (2) the most 
efficient use possible of material sup- 
plied to the field force. Some 20 differ- 
ent steps have already been taken to 
promote economy, and now a plan has 
been adopted. to permit still further use 
of sales promotion and direct mail ad- 
vertising material. 

Some time ago all its sales training 
activities were concentrated in five loose- | 
leaf volumes, known as the “Sales Box,” 7 
one box being furnished to each agency. || 
To this has now been added Volumes © 
6 and 7, containing samples and full in- | 
formation on sales literature, direct mail) 
and cooperative purchases. : 

The complete Connecticut Mutual | 
Sales Box, to date, consists of seven | 
volumes, as follows: I, Unit Sales; II, 
Special Sales; III, Sale of the Month; 
IV, Sales Pack; V, Sales Program, In- 
come Insurance; VI, Sales Literature, 
Direct Mail Prospect Service; and VII, 
Sales Literature, Cooperative Purchases. 





Insurance Companies in : 
Strong Position Today |/ 








With their assets at the close of the 
year estimated at $21,135,000,000, a total 
greater than ever before in history, 
American life companies have come 
through the depression in a strong posi- 
tion, states the “Index,” published by } 
the New York Trust Company. De 
mands for policy surrender values and 
policy loans have risen markedly the f 
past two years and new business has 
continued a decline started in 1930, but 
recent months have shown a decided 
change in this trend reflecting the con- 
tinued confidence of policyholders. 


Due to Excess of Income 


The ability of the companies to in- 
crease their assets is attributed by the 
“Index” to the excess of total income 
over total disbursements in every yeaf 
of the depression and to the care an 
foresight which have minimized the ad 
verse effect upon portfolios which might 
be expected from economic demoraliza- 
tion. Despite mortgage foreclosures, ! 
is pointed out, real estate owned by life 
companies is today only 5.8 percent 0 
their aggregate assets, while commo! 
stocks and preferred stocks are only one 
half of 1 percent and 2 percent respec 
tively. The bulk of their assets remains 
in the form of farm and urban mort 
gages, railroad and public utility bonds 
and policy loans. 

For future expansion the “Index” finds 
life insurance dependent upon a national 
security based on a stable monetary po 
icy. “A sound national economy and @ 
stable currency anchored to a balanced 
federal budget,” it declares, “will assw 
to policyholders the protection to which 
they are entitled and upon which the! 
originally counted in the assumption % 
their contracts.” 
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